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New Car Sales Soar to Twelve-Month High 


FORD INSURES DEALER SECURITY 


————— 


Sparks 


Ford, the ‘Greenhorn’ 
Selden Patent Fight 
Fluid Drive 
Two-Car Cal 
Curry Is Demoted 
><a 


By 


Chris Sinsabaugh 





“TF”, a teeny-weeny little word, 

but applied to the automobile 
industry a mighty powerful one! 
If, for instance, 
Henry Ford had 
joined the Assn. 
of Licensed 
Automobile 
Manufacturers in 
1903, when he 
applied for mem- 
bership in the 
group that con- 
trolled the Sel- 
den patent, what 
would the auto- 
mobile industry 
be like today? 
But the ALAM 
refused to permit Henry to run 
with the flock and told him to go 
get a reputation first. Whereupon 
Henry became a lone wolf—and 
he’s been that ever since. Getting 
his Ebenezer up because of this 
snooty remark, Henry Ford went 
on to become the world’s leading 
industrialist. If —but what’s the 
use of iffing in this instance. Draw 
your own conclusions. The _ in- 
dustry is what it is today because 
of Henry going his own way and 
setting a pace that forced his com- 
petition to “double-time, march!” 
in order to keep him in sight. 

* 2* @ 


EDSEL FORD, testifying before 
the National Economie Committee 
in Washington Monday, started 
this iffing through writing into the 
records reference to the Selden 
suit the basic patent in the pioneer 
days. And which causes the con- 
ductor of the column to look back 
Over the years to the era in which 
took place the battle for suprem- 
acy between the members of 
the ALAM and the independent 
Manufacturers who banded _ to- 
gether to fight the Selden patent, 
Inspired by the example set by 
Henry Ford. 

* * . 
_IF MEMORY serves me, the 
‘inal decision in the patent suit, 
rendered in 1911, was that, while 
Continued on Page 15, Col. 1) 
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Sales, Attendance 


At Peak; Spirit 
Of Optimism High 


Outlook for After-Market 


Equipment Held Bright 
For Next Year 








By Mel Adams 


Staff Correspondent 


CHICAGO.—W ith exhibi- 
tors reporting sales being 
closed at a merry rate, at- 
tendance well above the quota 
set in advance, and display 
booths hitting a new all-time high 
for variety and attractiveness, the 
annual Automotive Service Indus- 
tries show this week at Navy Pier 
is being acclaimed as the most 
successful in history. 


Forgotten is all talk of depres- 
sion or recession. Among manu- 
facturers and their customers 
there is a spirit of optimism over 
the outlook for the coming 12 
months, so far as the demand 
for after-market requirements is 
concerned. 


Orders have been numerous and 
in many instances they are re- 
ported to be in large volume, with 
carload sales made in numerous 
instances. 

The show itself is complete to 
the nth degree. If anything for 
the motorist, the service station 
and the shop has been omitted 
from this exposition, nobody has 
discovered it among the 947 booths 
of 355 exhibitors occupying 103,- 
208 square feet of floor space. 


With all due compliments for 
Manager A. B. Coffman, Herbert 
Buckman, and the joint show 


(Continued on Page 6, Col. 3) 


Car Patent Practices Held 
Great Benefit to America 


By William Ullman 
Washington Correspondent 


WASHINGTON. Instituting its 


probe of patent practices and their | 


effect upon the national economy, 
President Roosevelt’s national 
monopoly committee this week 
heard testimony on three forms of 
patent policy now being followed 
by the automotive industry. 

An air of warm cordiality 
marked the hearings throughout 
their length and good humor ran 


high. There were none of the 
lsharp, nasty questions or replies 
that frequently mark  congres- 
sional hearings and a complete 


absence of the customary barking 
across the committee tuble 


The principal witnesses were 
| Edsel Ford, president of the Ford 
Motor Co.: Alvan Macauley, presi- 
dent of the Packard Motor Car 
Co.: William S. Knudsen and 
Charles F Kettering of General 





| pensation to those responsible for 





FIRST TO CONGRATULATE. Because of an opportunely-timed visit to the 
factory, Cliff Bishop (right), of Bishop, McCormick & Bishop, New York Dodge 
dealer, was the first Dodge dealer to felicitate W. J. O’Neil on his appointment 
to president of the Dodge division of Chrysler Corp. See story on page two. 


12-Month High is Set 
By Car Sales in Nov. 


By Pete Wemhoff 
Associate Editor 

DETROIT. — Expected to ap- 
proximate 1937’s 241,110 units, 
car and truck sales attained their 
1938 peak during November, and 
headed into December with pros- 
pects of bettering last year’s com- 
parative figures easily. 

As a result of this heavy retail 
demand, production schedules in 
the industry are expected to hoid 
at better than 100,000 units per 
week through most of the winter, 
with a return to that peak in the 
spring. 

Because November’s car and 
truck registrations are likely to 


fall just short of the total hung 
up in November, 1937—being esti- 
mated at between 230,000 and 
240,000 units—it becomes the 
happy lot of December to top 
1937’s comparative total for the 
first time. 

That this should not be an im- 
possible task, barring unforeseen 
developments, such as strikes and 
excessive wild trading, is seen in 
the fact that 205,101 cars and 
trucks sold in December, 1937, 
were registered in a _ falling 
market, whereas business this year 
is on the ascendency, aided by a 
brisk Christmas trade. December’s 
retail sales are expected to hover 
around the November rate, there- 
by enabling the current month to 
exceed last year by a comfortable 
margin. 

November’s retail sales not only 
topped October’s 138,642 cars and 


; (Continued on Page 3, Col. 1) 
Motors, and Alfred Reeves, vice- 
president and general manager of 
the Automobile Manufacturers 
Assn. 

Questions raised uas_ to 
patent system included: 

What has been its effects upon 
prices, profits and production and 
has it fostered rigid price levels? 

Has it increased or decreased 
demand for the products of in- 
dustry? Has it contributed to the 
ultimate objective of the national 
economy distribution of more 


The Top Ten 
PASSENGER CARS 
First Ten in Registrations as 
Reported in AN Today: 
1938 
Pos. 
1— 365,190 
2—299,648 
3—222,114 


the 


1937 

Pos. 
668,422— 
720,221— 
415,546— : 
173,236— 
231,150— 


Make 
Chev. 
Ford 
Plym. 
Buick 
Dodge 


4—130,461 
5— 77,815 


goods to the ultimate consumer? 6— 73.635 Pontiac 190,762— : 
Has it afforded adequate com- 7— 67,889 Olds. 169,117— 


a 


8— 40,667 Packard 85,244— 
scientific progress, or have _ its 9— 35,730 Chrys. 79,929—10 
others? been siphoned off by |} 19 39.562 Stude. 62,733—13 
others” ee : a) , 

Has it been so utilized as to re- Total All Makes 
strict freedom of opportunity, or 1,481,433 3,127,265 
I . it fostered new enterprises For complete tandings 

ne enc Page 17 this i 


ouraged investment of |] makes, see Pag 
Continued on Page 8, Col. 1 








ASI Show Is Acclaimed as Best in History 


Cross-Sales, Price 
Cutting Penalized 
By Fining System 





Full Protection Provided 
In Cancellation of New 
Dealer Contracts 


By Chris Sinsabaugh 


Editor, Automotive News 


DETROIT.—Out at Dear- 
born this week end, John R. 
Davis, general sales manager 
of the Ford Motor Co., made 


public details of the new con- 
tract under which Ford, Mercury, 
and Zephyr dealers will operate. 

The document has been so 
thoroughly revamped that those 
who have had an opportunity to 
read it declare it is one of the 
fairest any company in the auto- 
mobile industry ever has offered 
its dealer body. 

In rewriting the contract, the 
company set out to eliminate some 
of the trade practices which have 
been criticized in the past. As the 
contract is now written, the Ford 
dealer is given maximum protec- 
tion in the retention of his dealer- 
ship. 

Some of these practices, such 
as cross-selling, invasion of other 
dealers territories where there is 
but a single dealer in a city, and 
selling at cut prices, are practices 
which have developed in all sales 


bodies and have been the result 
(Continued on Page 16, Col. 4) 





Used Car Aid, 
Dealer Security 


Urged by NADA 


DETROIT.—Resolutions urging 
automobile manufacturers to ini- 
tiate policies which, it is believed, 
will increase sales and _ stabilize 
motor vehicle retailing, were 
adopted by the officers and execu- 
tive committee of the National 
Automotive Dealers Assn. at a 
three-day session held in the Hotel 
Statler, here, Monday, Tuesday 
and Wednesday of this week. 

No changes were made in the 
executive management of the as- 
sociation. 

One of the resolutions adopted 
asks automobile manufacturers to 
protect the investments of their 
retailers, located in multiple dealer 
cities, against invasion of their 
sales territories. The resolution 
commended those manufacturers 
who have already taken cogniz- 
ance of the situation by initiating 
territory security programs. 

Another resolution recommends 





that automobile manufacturers 
vive serious consideration to the 
adoption of a permanent adver- 


tising and merchandising program 

|designed to create a market for 

used motor vehicles. The resolu- 
Continued on Page 2. Col. } 
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Used Car Aid, Dealer Security Urged by NADA 


Committee Resolution Hits 


Excessive Car Taxation 


(Continued from Page 1) 


tion states that the increased de- 
mand for new motor vehicles is 
already being reflected in larger 
inventories of used motor ve- 
hicles, which automobile dealers 
must accept in trade in order to 
market new automobiles in a re- 
placement market. 


It further points out that the 
ability of dealers to dispose of 
new motor vehicles is dependent 
upon their ability to sell used 
automobiles, it being recognized 
that two-thirds of the automo- 
bile buyers in the United States 
depend upon used motor vehicles 
for low-cost transportation. 


The committee also passed a 


Setback Is Given 
NLRB in Contract 
Abrogation Case 


WASHINGTON. — The supreme 
court this week handed down a 
decision in the Consolidated Edi- 
son case which gave the National 
Labor Relations Board its first 
set-back in a final ruling. 


The decision rejected that part 
of a NLRB order directing the 
company to abrogate contracts 
with the International Brother- 
hood of Electrical Workers, an 
AFL affiliate. Chief Justice Hughes 
said in the majority opinion that 
the board’s argument that the 
company had illegally signed con- 
tracts with the union without giv- 
ing employes a chance to choose 
a collective bargaining agency was 
“entirely too broad to be sus- 
tained.” 

What that means, briefly, is that 
the court has said to the NLRB 
that its mere statement that the 
IBEW membership was due to 
unfair labor practices by the com- 
pany is not sufficient. The court 
indicates that in future such 
charges must be backed up by evi- 
dence. 

It is noteworthy that the court 
said that the board should have 
given due notice to the brother- 
hood of its charges and introduced 
proof to sustain the charge. 


In other words, it is contended 
by some here that the board’s set- 
back in this case was due largely 
to a question of procedure, al- 
though it would appear also that 
the board has been definitely pre- 
vented from nullifying contracts 
which have been entered into be- 
tween a company and any bona 
fide labor union—with emphasis 
upon the word “any.” 


UAW Beaten at Polls 
At Willys-Overland 

TOLEDO.—The UAW was de- 
feated Thursday in two elections 
at Willys-Overland. Maintenance 
mechanics and machinists voted 
for affiliation with the Mechanic 
Educational Society, while clerical 
workers voted 96 to 3 against 
UAW representation. 

The UAW obtained the right to 
represent 3,000 production work- 
ers last June, and was seeking to 
extend this to all employes. 


TERRITORIAL 


resolution protesting excessive and| 
discriminatory taxation of motor 
vehicles and recommending that 
its members use their influence to 
combat any further increases and 
work toward obtaining reduction 
of such taxes wherever possible. 


buyers, who continue to demand 
preferential discounts in_violation | 
of the Robinson-Patman Law, was| 
vigorously opposed by the com- 
mittee and it was recommended 
that the situation be called to the 
attention of Congressman Wright 
Patman with the request that he 
give it his attention. 


Publication of prices quoted to 
the federal government by auto- 
mobile manufacturers in competi- 
tion with their dealers, which 
prices are below those which 
automobile dealers are required 
to pay for such merchandise, was 
also authorized by the committee. 


Augmenting the present pro- 
gram of the association, the com- 
mittee appointed a number of 
special committes to deal with 
specific projects and aid in their 
development as follows: Legisla- 
tive, Factory-Dealer Relations, 
Membership, Budget and Finance, 
Resolutions and Used Car Guide 
Book. 


The committee also authorized 
the staff to employ the services of 
an analyst to initiate a thorough 
survey among automobile dealers 
in metropolitan areas to determine 
the extent of “cross-selling” be- 
tween multiple dealers handling 
the same make car; the amount of 


price-cutting, either direct, or in-| 


direct through excessive used car 
allowances, and the effect of all 
these practices upon dealers and 
the public. 

Fred W. A. Vesper, St. Louis, 
former president of NADA, was 
appointed chairman of a special 
transportation committee for the 
22nd annual convention of the 
association to be held in San Fran- 
cisco, Apr. 17-20, 1939. 

In furtherance of the confer- 
ence table procedure idea, the 
executive committee unanimously 
accepted an invitation for NADA 
to participate in the Motor Ve- 
hicle Industries Conference, re- 
cently sponsored by the Automo- 
bile Manufacturers Assn. 

The committee also voted to 
support the American Fair Trade 
Conference, which is champion- 
ing price maintenance under the 
fair trade laws. 

Officers and members of the 
executive committee in attendance 
at the meeting were J. W. Roby, 
Shreveport, La., president; L. C. 
Cargile, Texarkana, Ark., first 
vice-president; F. H. Applegate, 
Racine, Wis., second vice-presi- 
dent; J. Schiott, Bridgeport, Conn., 
secretary; L. M. Stewart, St. Louis, 
treasurer, and Stanley H. Horner, 
Washington, D. C., Will G. Price, 
Wichita, Kans., Herman Goodwin, 
Huntington, Ind., C. M. Bishop, 
Brooklyn, N. Y., J. J. Wright. Chi- 
cago, and E. M. Lied, Omaha, Neb. 
J. N. Mitchell, Waco, Tex., was 
unable to attend. 





PRESIDING OVER MEETING of National Automobile Dealers Assn. officers 
The action of certain large fleet! ana executive committee members, held in Detroit this week, was J. W. Roby, 


of Shreveport, La.; 


win, Huntington, Ind., and C. 
mittee. 


president « NADA. Left to right, Roby; Herman Good- 
. Bishop, Brooklyn, N. 


Y., members of com- 


OTHER NADA OFFICIALS fen the Detroit meeting this week were 


J. W. Roby, 
Brooklyn; 
Stewart, St. 


NADA president; 


Louis, treasurer. 


Lied, O 
Frank Applegate, Racine, Wis., second vice-president, and L. M 


maha, past president; C. M. Bishop, 


ae AT NADA’s MEETING in Detroit this week included, left to 


right, J. J. Wright, Chicago; Will G. 


Price, Wichita. Kans.; 


J. Schiott, Bridge- 


port, Conn., secretary of NADA; L. C. Cargile, Texarkana, Ark., first vice- 
president, and Stanley Horner, Washington, D. C. 


Photos by Norman York Studios 


Chrysler Corp. Names O° Neil 
As President of Dodge Div. 


DETROIT.—K. T. Keller, presi- 
dent of Chrysler Corp., announces 
that W. J. O’Neil, vice-president 
of the Dodge 
Brothers Corp., 
has been named 
president and 
general manager 
of Dodge. Keller 
has held the of- 
fice of president 
since the acqui- 
sition of Dodge 
by Chrysler Corp. 

O’Neil has been 
active in the 
management of 
the Dodge di- 
vision since Chrysler Corp. bought 


W. J. O'Neil 


Crowds, Sales Top 
°37 Mark at 13th 


New OrleansShow 


NEW ORLEANS.—The 13th an- 
nual automobile show here closed 
this week and was anything but 
unlucky, say officers of the New 
Orleans Automobile Dealers Assn. 
Attendance surpassed 1937 levels 
and more prospects and actual 
sales from the floor were reported 
by dealers to the association. 

The exhibition was staged by 
The Times-Picayune and New 
Orleans States, morning and after- 
noon newspapers, under auspices 
of the dealers’ association. 
‘onducted at the Municipal 


| torium for three days, with an ad- 
|} mission charge of 10 cents. 


SUPERVISORS from all nine Chevrolet regions attended an 


all-day session of the Territory Security operations recently launched by W. 


E. Holler, Chevrolet general sales manaeer. 
Rost, 


T. E. MacNamee, Great Lakes; C. 
west; R. H. A. Norman (rear), 
Doran jr., 
Security department; T. 
Mays, Flint; A. M. Letts, 
Quain (extreme 
S. Schwartz, Eastern. 


H. Keating, 


oaiiiemeens 
assistant general sales manager; E. 


From left to right, around table: 
Midwest; A. L. Henderson, South- 
A. W. Strang, Pacific Coast; Felix 
P. Feely, manager Territory 


assistant general sales manager; L. N 
Atlantic Coast; 
right) on special assignments, 


W. T. 
and D. 


H. C. Riefe, 


Atlantic 


New England; 
Coast region, 


The show was supervised by a 
committee composed of E. A. Ste- 
phens, Buick dealer; Gienn 
Cobb Lincoln and Lincoln-Zephyr 
dealer; George W. Bohn, 
dealer, and Gordon Hebert, 
motive advertising 
of the newspapers. 


auto- 


S. | 


Ford | 


It was | 
Audi- | 





representative | 
’ 700 


the Dodge properties in 1928, and 
put the Dodge plants on a mod- 
ern production basis. Under his 
leadership the Dodge division has 
grown into one of the most im- 
portant parts of the corporation, 
manufacturing not only hundreds 
of thousands of Dodge passenger 
cars and Dodge trucks each year, 
but also machining and assem- 
bling many parts for all the cor- 
poration’s products. 


O’Neil first became associated 
with the automobile industry in 
1907 as night superintendent of 
the Milwaukee Motor Co. During 
the next few years he served as 
day superintendent of the Petrel 
Motor Car Co., Beaver Manufac- 
turing Co. and Michigan Buggy 
Co., and in 1911 went to work for 
the Packard Motor Co. in charge 
of the time study department. He 
left Packard in 1914 and for the 
next seven years was progressive- 
ly head of the gas and engine de- 
partment of the Fairbanks Morse 
Co., production manager of Mont- 
gomery Ward & Co., and works 
manager of the A. O. Smith Co. 


Joining the Maxwell Motor Co. 
in 1921, he went to work in the 
master mechanics department, be- 
coming master mechanic in 1926, 
plant manager of the Dodge di- 
vision in 1928, vice-president of 
the Dodge division in charge of 
manufacturing in 1930 and vice- 
president and general manager in 
1935. 


Leipzig Fair Set 
YORK. — The Leipziz 
Fair will hold its next spring se 
trom March 5 to 13, 1939, and 
comprise cver 10,000 exhibits of 
newest products of 34 of the le Pn 
producing countries Attendance of 
more than 300,000 business men at 
tracted from 74 countries is forecast 
The Spring Fair will be the 198Ist 
session of the historic exchange which | 
has been in existence tl 


Trade | 
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Vancouver Show 
Hailed as Sales, 
Turnout Success 


VANCOUVER, B. C.—Outstand- 
ing success featured every aspect 
of the automobile show recently 
staged here by the Vancouver 
Automobile Dealers Assn. 

The show was staged in the 
armories of the Seaforth High- 
landers, which were transformed 
into a Chinese tea garden in the 
center of which was a huge life 
replica of a Chinese temple. Gen- 
eral arrangements for the event 
were under the direction of Wal- 
ter Welseford, secretary of the as- 
sociation. 

From a sale standpoint the show 
proved a remarkable success, 
numerous sales being reported 
from the beginning, while many 
valuable prospects were found in 
the excellent attendance. 


Tying in with the show was the 
publication of special supplements 
in the Vancouver newspapers. 


Congress of NAM 
Asks Cooperation 
Of Business, U. S. 


NEW YORK.—WNeed for in- 
creased co-operation between cap- 
ital, labor and government was 
the theme emphasized at the 43rd 
congress of American Industry 
conducted here this week at the 
Waldorf-Astoria by the National 
Assn. of Manufacturers. The con- 
gress was scheduled to close Fri- 
day night with a banquet of 4,000, 
addressed by Anthony Eden, 
former British foreign secretary. 


The co-operation keynote of the 
congress was first sounded by 
Charles R. Hook, manufacturers’ 
association head and president of 
American Rolling Mill Co., who 
urged that business, labor, agri- 
culture and government admit 
“the mistakes of recent years,” 
and added: “If these groups will 
really work together in an atmos- 
phere of mutual tolerance, confi- 
dence and respect, then the mis- 
understandings which are barriers 
to better living for millions of 
American families can be _ re- 
moved.” 


The meaning and progress of 
research were discussed Thurs- 
day before the NAM meeting by 
Carl Breer, executive engineer of 
Chrysler Corp. Breer stressed two 
important elements in research 
programs—interest and guidance 
on the part of management, and 
a reasonable investment. More ad- 
ventures in research, he declared, 
have come to grief because of lack 
of interest on the part of man- 
agement than because of lack of 
money. 


Hudson Sales Up 
98 Percent Over 
37, Tracy Reports 


DETROIT.—Shipments of Hud- 
son cars in the United States for 
the week of Dec. 3 were 58 per- 


cent higher than | 


for the same pe- 
riod a year ago, 
William B&. 
Tracy, vice-pres- 
ident in charge 
of sales for the 
Hudson Motor 
Car Co. an 
nounced 
day. 
: “Retail 
W. R. Tracy were greater 
than for 
| previous week in the last 
months and 10 percent above the 
same week last year,’ Tracy said. 


To feel the pulse of the industry 
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Car Sales Soar to New High for 12 Month Perio 


November Total Estimated 


At Over 230,000 Vehicles 


(Continued from Page 1) 


truck registrations by about 55 
percent, but likewise set records 
or near-records for several manu- 
facturers. Gains among states 
ranged as high as 75 percent. 

Among the company records is 
Cadillac-LaSalle’s 4,285 retail de- 
liveries, Which topped a year ago 
by 40 percent and the best pre- 
yious November by 30 percent for 
the largest November sales in the 
company’s 37-year history. Stude- 
paker’s 6,830 sales exceeded Oc- 
tober by 36 percent and repre- 
sented a gain of about 1,800 units 
over November a year ago. 

General Motors’ retail sales hit 
131,387 units, best in three years, 
while Chevrolet reported 76,938 
deliveries during the month. Buick 
sales set new all-time record for 
the company. 

Oldsmobile reported its second 


Ford Sets 38 High 
In Nov. With Sales 
Of 50,406 Vehicles 


DEARBORN.—November retail 
sales of Ford group units exceeded 
those of any other month of 1938, 








it was announced 
Tuesday by J. B. 
Davis, Ford gen- 
eral sales man- 
ager. The com- 
bined sales of 
Ford cars and 
trucks, Mercury, 
Lincoln - Zephyr 
and Lincoln cars 
reached a_ total 
of 50,406 units, 
- Davis said. 
J. B. Davis The record 
mark is particu- 
larly noteworthy since 1939 Ford 
and Mercury units were not in- 
troduced until Nov. 4. 

For December the company in- 
creased production of Ford and 
Mercury units to 4,400 a day in 
the United States and Canada to 
keep pace with increasing volume 
of retail sales. Lincoln-Zephyr 
production has been successively 
stepped up since the 1939 models 
were introduced in October. The 
Mercury 8 increase for December 
was approximately 30 percent. 

Despite these increases, sales are 
still ahead of production, company 
Officials said. 





New Car Sales Up Sharply 
In N. C. During November 
RALEIGH, N. C.—The state 

motor vehicle bureau reports that 

North Carolinians purchased 4,- 

090 new vehicles in November, 

representing a substantial in- 

crease over the 2,603 purchased 
in October and the 3,765 bought 

in November 1937. 

Of the total sales last month, 
481 were trucks. For the first 11 
months of 1938 total sales ag- 
gregated 36,450, compared with 
64,898 in the same period last year. 








_ For a fresh automotive viewpoint, 
read George M. Slocum’'s “A Word in 
Edgewise.”’ 


best November in 42 years, the 
sales being more than 25 percent 
over a year ago. Pontiac likewise 
noted a remarkable gain over both 
October and November, 1937. 
Ford reported November retail de- 
liveries of Fords, Mercurys and 
Lincoln-Zephyrs totaled 50,406 
units, a big increase over October 
and November of last year, al- 
though the company’s products 
were introduced later in 1937. 


Similar sales gains were re- 
ported by Chevrolet, Plymouth, 
Dodge, Buick, Hudson, Packard, 
Nash, Willys, De Soto, Chrysler 
and others, although official fig- 
ures are lacking. 


Factory officials and dealers are 
more concerned at the present, 
however, over the rising used car 
stocks resulting from the swift 
pace of new car sales. Used stocks 
in dealer hands have jumped 
steadily since the low point of 
September and, while wild trading 
has tied up dealer funds in many 
instances, only sporadic effort has 
been made to date to halt the ris- 
ing tide. 

However, both dealers and fac- 
tory heads are formulating drives 
to clean up stocks systematically 
and there’s considerable hope that 
the situation can be brought in 
hand before it checks new car de- 
liveries. Since every new car sale 
necessitates the moving of two 
used cars, dealers are being urged 
to place twice the emphasis on the 
latter angle. 


Chevrolet Sales 


Hit 76,938 Units 
During November 








DETROIT. — Chevrolet dealers 
sold 76,938 new cars and trucks 
at retail during the month of No- 
»vember, W. E. 
‘ Holler, general 

sales manager, 
announced F ri- 
day. This is an 
increase of 4,- 
455 units over 
sales forthe 
same month in 

1937, Holler said. 

The last 10 
days of the 
month, Chevro- 

let’s figures in- 
Seer fate, looked 
particularly good in comparison 
with the corresponding period last 
year. Sales in that period were 
25,045, as against 20,310 in the 
final 10 days of November 1937. 


Toledo Sales Up 100% 
In First of November 


TOLEDO.—In the first 20 days 
of November new car sales here 
have jumped 106.2 percent with 
a total of 596 passenger cars sold 
at retail. A gain over November 
last year also was shown — first 
month in 1938 to register such an 
increase. 











WHILE STUDEBAKER OFFICIALS look on, Paul G. Hoffman, president of 
the corporation, pinned a 15-year service medal on C. K. Whittaker, presi 


dent of the Studebaker Pacific Corp. 
Left to right, H. S. Vance, 


chairman of board; 


and vice-president of Studebaker Corp. 


Whittaker; Hoffman. and 


George D. Keller, vice-president in charge of sales. 








ATTENTION 
Yosemite Economy Kun, set for Jan. 5. 
stakes award, which goes to winner of annual stock car classic, are A. C. 
Pillsbury, regional director of the American Automobile Assn. contest board. 
leit, and Clarence S. Beesemyer, vice-president of the Gilmore Oil Co. 


WILL BE FOCUSED next month on the annual Gilmore- 


Holding the massive silver sweep- 





GM’s Nov. Sales Top 1937; 
131,387 Cars, Trucks Sold 


NEW YORK.—General Motors 
Corp. announces that November 
sales of cars and trucks to con- 
sumers in the United States in- 
creased to 131,387 units, compared 
with 68,896 in October and 117,- 
387 in November last year. 


Sales to domestic dealers totaled 
159,573 units against 92,890 in the 
preceding month and 153,184 a 
year ago. 

Total sales to dealers in the 
United States and Canada, plus 
overseas shipments, amounted to 
200,256 against 123,835 in Octo- 
ber and 195,136 in November 1937. 

November sales from all sources 
and sales to dealers in the United 
States were described as the best 
since the earlier introduction of 
models began three years ago. 


For the first 11 months sales 
to consumers in the United States 
were 882,882 units against 1,504,- 
533 in the comparable 1937 period. 
Sales to domestic dealers totaled 


November Sales 
Show 36% Rise 
At Studebaker 


SOUTH BEN D.—Studebaker 
sales were up 36 percent in No- 
vember, according to statistics re- 
leased Friday by 
George D. Keller, 
sales vice-presi- 
dent of Stude- 
baker Corp. 
Keller reported 
the sale of 6,830 
cars and trucks 
last month com- 
pared with 5,018 
in November, 
1937. 

This brings 
sales for the year 
to date to 47,612 
compared with 86,755 for the first 
11 months of 1937. November sales 








G. D. Keller 


by Studebaker during recent 
years follow: 

1028 .....6,117 1933....7,942 
1629. ...1.975 1934....1,876 
1930....2,499 1935... .5,386 
1031 .....iooee 1936... .8,942 
1932....1,084 1037... ..3,016 

1938... .6,830 


Hoffman reports that retail de- 
liveries of the 1939 models are in 
line with purchases so that dealer 


| stocks remain below normal. 


| Chicago Car Sales Rise 


Third Successive Month 


CHICAGO.—For the third suc- 
| cessive month, new car registra- 
tions in Cook county during No- 
vember turned in a gain over the 


preceding month. 

Registrations totaled 5,187 units 
as compared with 3,435 for Oc- 
tober. November total fell only 
226 cars short of the same month 


a year ago. 


785,158 against 1,571,792 in the 11 
months last year and total sales, 
including overseas shipments, 
were 1,119,840 against 1,956,453 in 
the corresponding 1937 months. 


New Nov. Record 


Is Set by Buick; 
21,576 Units Sold 


FLINT, Mich.—Sales of Buick 
motor cars during November 
broke all records for this month 
and established a 
new high for the 
year, with do- 
mestic retail de- 
liveries totaling 
21,576 units, ac- 
cording to W. F. 
Hufstader, gen- 
eral sales man- 
ager. 

The November 
} deliveries com- 

: pared with 19,- 

W. F. Hufstader 103 cars sold in 

October and with 

19,344 deliveries in the correspond- 
ing month last year. 

Sales during the last 10 days 
of the month showed an increase 
over previous periods, Hufstader 
said, 7,503 cars being delivered, 
against 7,246 in the previous 10 
days and 5,933 in the correspond- 
ing period a year ago. 











Wayne County Sales Hit 
5,629 Units in November 
DETROIT.—Sales of new cars 
in Wayne county (Detroit) during 
November totaled 5,629 units, only 
slightly under last November’s 
5,723 units, the Detroit Auto Deal- 
ers Assn. reports. 


All Timo New. 


Pontiac Sales Up 
To 14,761 Units 


During November 





DETROIT.—In line with im- 
proving business conditions, Pon- 
tiac Motors completed the month 
of November with 14,761 retail 
deliveries of new 
cars by dealers 
throughout the 
country, accord- 
ing to C. P. Simp- 
son, general sales 
manager. This 
figure compares 
with 8,344 for 
October, which 
was the month 
of the 1939 model 
introduction, and 
with 12,830 for 
November, 1937. 

“Deliveries were 4,841 for the 
first 10 days; 4,840 for the second 
10 and 5,080 for the last 10-day 
period, a healthy increase at the 
end of the month,” Simpson 
pointed out. “One year ago the 
deliveries for the corresponding 
periods of November were 4,983, 
then 4,523 and finally 3,324 for 
the last 10 days, a very decided 
drop. 


“As of the first of December our 
dealers report more than four 
times as many unfilled orders on 
hand as they had last year at the 
same time, which indeed is a 
healthy sign. Furthermore, we 
have only 15,523 new cars in deal- 
ers’ stocks compared to 34,155 at 
the start of December last year. 
The current figure of 15,523 is sev- 
eral thousand cars below a normal 
dealer stock for this time of the 
year. 


Oldsmobile Sales 
Near Record High 
During November 


LANSING. — Oldsmobile retail 
sales in November were the sec- 
ond largest in their complete his- 
tory, being ex- 
ceeded only by 
November, 1935, 
according to D. 
E. Ralston, gen- 
eral sales man- 
ager. 

Total sales for 
November were 
more than 25 
percent greater 
than for the 
same month last 
year, and sales 
for the last 10 





C. P. Simpson 








D. E. Ralston 


days of November showed a 52 


percent increase over the same 
period last year, Ralston said. 


Fourth Dimension, a regular feature 
by Pete Wemhoff, offers news of auto 
moive advertising. 


High Is Set 


By Cadillac-LaSalle Sales 


DETROIT. Largest November 
retail sales in the 37-year history 


of Cadillac-LaSalle, was reported 
Saturday by Gen- 
eral Sales Man- 
ager D. E. Ahr- 


ens. 

Ahrens an- 
nounced cus- 
tomer deliveries 
of 4,285 of the 
1939 models, top- 
ping a year ago 
by 40 percent 
and and the best 
previous Novem- 
ber by approxi- 
mately 30 per- 
The former November peak 
set in 1936 when Cadillac- 
LaSalle was entering its record 
year. 





D. E. Ahrens 


cent 


Was 


“While we anticipated a strong 
increase over last year’s volume, 
the November result far exceeds 
our most optimistic forecasts,” 
Ahrens declared. “It indicates the 
business recovery apparent in the 
early fall has picked up impetus 
and bears out our contention that 
Cadillac-LaSalle will register a 
banner year with its 1939 cars.” 

A steadily rising sales trend 
throughout November was re- 
vealed. In the first 10 days, cus- 
tomer deliveries totaled 1,270 
units, in the second 10 days 1,411 
units, and in the last 10, deliv- 
eries of 1,604 cars. 

Advance orders now on hand 
for the new cars assure an un- 
usualy active December, Ahrens 
added. 
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AUTOMOTIVE 


One sacred pledge we make our friends here 
and now. This publication, God willing and so 
long as it is in our charge, will never champion 
the cause of any individual or any corporation 
which is not for the best interests of the automo- 
tive industry as a whole. Nor will its columns 
be used to spread gossip or inflame prejudice. 
It will confine itself to the upbuilding of the 
industry it is pledged to serve, wholly through 
the dissemination of NEWS which is timely, 
authentic and of value—(AN 6-10-1933). 











SATURDAY, DECEMBER 10, 1938 


A Winter Worry 


LREADY reports from the field indicate that dealers are 
meeting difficulty once more in moving the later model, 
higher priced used cars. This becomes definitely an industry 
problem, in our estimation, since the ability of dealers to 
sell new cars is measured entirely by their ability to move 
used cars. 


At the present time best estimates put the needed ratio of 
used car sales to new at two to one. That is, for every new 
car sold the dealer must sell an average of two used cars. 
Putting it the other way around then, the problem boils down 
to the fact that every two used cars that are NOT sold event- 
ually block the sale of one new car. This situation is not new 
and has occurred in the past. 


Another factor which enters into this problem is that the 
majority of potential new car buyers will be found among 
the owners of the later model used cars. That is, the great- 
est number of 1939 cars must be sold to owners of 1936, 1937 
and 1938 cars. Fundamentally, then, if we are correct so far, 
an effort should be made at the present time to create a 
market for these later model cars which would be double 
in volume the number of new cars we hope to sell during 
the 1939 selling season. The only possible way we think this 
can be done would be for dealers and factories alike to put 
twice as much effort into their used car sales promotion as 
they plan to put into their new car sales promotion. 


Last year when an acute situation had developed, the in- 
dustry joined hands in a National Used Car Week. This ef- 
fort was successful after a fashion, but we do not feel that 
“Big Apple Weeks” of this sort are the answer to a condition 
as chronic as used car merchandising has become. We feel 
that an ailment, which has recurred as consistently as has 
this used car blockage, demands consistent treatment. 


We do not assume to state that we have found the answer. 
We merely pose the question with full confidence that more 
brilliant minds in the industry will find the answer. Look- 
ing back over our advertising files of one, two or three years 
ago, we find that the industry in each of those years claimed 
that the cars it was then introducing were the best cars it 
was then able to build. We do not think that these claims 
were exaggerations—those cars were good cars. They still 
are good cars. They contain many unused miles of transpor- 
tation which can be purchased at bargain prices. But little 
consistent effort is made to keep always before the public 
the fact that these good cars, purchased through reliable 
dealers and properly reconditioned, are bargains and that 
they constitute a property which anyone should be proud 
to own. 


We do not feel that factories can expect dealers to carry 
the new car ball through an ever-tightening used car line, 
unless they too will come through with some strong “inter- 
ference” in the form of advertising and other promotion| 
which will help to break a hole in the line. This is a prob-| 
lem for the team as a whole, and only teamwork will solve it. | 


| 





THE A.S.I. I have just come from 
SHOW AT the Automotive Serv- 
CHICAGO ice Industries show on 

the Navy Pier, Chi- 
cago, which is purported to be 
“the largest industrial exposition 
in the world.” Certainly after four 
days of walking up and down the 
mile-long aisles, I have no reason 
for doubting this claim. If the 
show were a Hollywood produc- 
tion it would be labeled, “colossal, 
stupendous and gigantic.” As it is, 
until you have seen it, you will 
question my remark that it is al- 
most as breathtaking as your first 
view of the Grand Canyon of; 
Colorado! 

* * 

AS A combined effort of the 
Motor & Equipment Manufac- 
turers Assn., the National Stan- 
dard Parts Assn. and the Motor 
& Equipment Wholesalers Assn. 
which some few years ago 
merged their show activities 
with the resulting economies. 
That the union has been a 
happy one, was proved by the 
appearance of the exhibits and 
the large attendance of jobbers 
during the past week. I had not 
attended one of these shows 
since Atlantic City, which was 
four or five years ago; therefore 
I was impressed by its growth 
and by some of the features 
which make this show com- 
pletely unique among the busi- 
ness or industry shows in this 
country. 

* oa * 

IN THE first place, the attend- 
ance at the show is controlled to 
the last man. It is about as hard 
to break into it as in a film star’s 
dressing room unless you are a 
properly accredited member of 
one of the associations or a quali- 
fied jobber. Of course we of “the 
press,” or as Chris would say, the 
“Paul Prys,” always find a way 
of creeping under the tent. Thus, 
every man at the show is labeled 
with a large-size button with his 
name and_ connection written 
thereon and his classification as 
manufacturer, jobber, export or 
press indicated by a color that 
can be seen at a distance. 


These buttons must be worn at 
all times and there are plain- 
clothesmen around the show to 
spot those who do not have their 
badges clearly exposed. H. L. 
Sharlock, of Bendix, who is vice- 
president of the NEMA, told me 
an inspector caught him without 
a button exposed and it took some 
tall explaining that he had in- 
advertently put it in his pocket. 
The badges are a great help to 
the tired men in the booth, for 
brother competitors cannot come 
up and get all the selling points 
and the cigars reserved for cus- 
tomers. By the same token, the 
distinguishing color of the job- 
ber’s badge accords him a path 
strewn with roses and pockets 
bulging with cigars and invita- 
tions for the evening parties! 

+ * + 


THE ASI SHOW undoubt- 
edly is one of the best operated 
I have ever encountered. It is 
easily the most serious and is 
definitely a buying and selling 
show without any attempt at 
camouflaging that fact. The job- 
bers and some other buyers, I 
expect, are made definite al- 
lowances on their traveling ex- 
penses if they meet the require- 
ments of attending the show 
for a certain number of hours 
each day. The men in the ex- 
hibits, by some similar system 
are required to be on the job 
from morning to night. There is 
no fooling about the ASI show 
and what entertainment is pro- 
vided in the evenings cannot be 
allowed to interfere with every- 
thing running at full blast when 
the show opens at 10 o’clock the 
next morning. 

* te * 


IT IS A pity, I thought, that 
every man in the passenger car 


| and truck business cannot see the 


7) 





Inter ference Needed 


In This Corner-- 
“A Proud Reeord .....° 


The views expressed in this column are those of our readers. 
Anonymous contributions will not be accepted but confidence will 


be observed upon request. 


Smear 


While in Detroit a few days 
ago, I heard a number of persons 
declare that the present patent 
pool study of the National Eco- 
nomic Committee is another at- 
tempt on the part of Washington 
to “smear” the automobile in- 
dustry. 

I hope this view is not widely 
held in the motor capital. Ac- 
tually, as Mr. Ford’s testimony in- 
dicated, the study may be entirely 
as helpful as it was intended to be. 

To some minds, “investigation”’ 
and “smear” are synonyms. The 
automobile industry, however, has 
too proud a record to be anything 
but eager to participate in a probe 
that may prove of immense bene- 
fit to industry in general. It cer- 
tainly wasn’t competition alone 
that placed car manufacturing in 
the vanguard of American prog- 
ress, but competition was never- 
theless of vital importance. 


I feel, as Thurman Arnold 





tremendous proportions of this 
“after market” business and the 
opportunities it offers to dealers. 
Service and lubrication can be 
made to pay part of the dealers’ 
overhead and to this cause Auto- 
motive News will make a notable 
contribution beginning in January, 
as announced in last week’s (Dec. 
3) issue. 
* s * 

MY HAT IS OFF to the ASI 
show and to every man con- 
nected with its operation. There 
were reputedly 20,000 men in 
attendance, yet I did not see one 
indication of intemperance or 
rowdyism. I mentioned this to 
my taxi driver last night who 
replied, “You’re right; these 
guys are tame as a preachers’ 
convention, but boy! you ought 


to be here for the Canners’ 
convention!—G.M.S. 





suggests, that American industry 
can do itself a great favor by 
taking a few pages from the 
grand story of the automobile. 
Give it the opportunity! —R. N., 
Washington, D. C. 


Sales Guide 


In the Nov. 26 issue of Auto- 
motive News, on page 12, listing 
Used Car Selling Prices, it shows 
prices on 1936, 1937 and 1938 cars 
and the notation in the box at the 
left top of the page states 1935, 
°36 and ’37. 

In the Dec. 3 issue, page 12, 
listing Used Car Selling Prices, it 
shows prices on 1935, ’36 and ’37 
and the notation at the left top 
of the sheet agrees with it. 

Please advise what year cars 
are to be listed in the Dec. 3 
issue—’35, ’36 and ’37 or ’36, ’37 
and ’38. We use this as a sales 
guide and would like to know 
by return mail.—E. J. Ernsberger, 
E. J. Ernsberger (Chrysler-Plym- 
outh), Norwalk, O. 


EpiTor’s Note: This was a typ- 
ographical error. Until the first of 
the year the 1935, ’36 and ’37 
lineup will prevail. 


Encomium 


After reading the General Mo- 
tor’s article in the December 
issue of Fortune magazine, I read 
Chris Sinsabaugh’s column or a 
synopsis of it. He certainly did 
boil the story down in fine shape. 
Congratulations!—R. N. McGraw, 
McGraw Chevrolet Co., Wheeling, 
W. Va. 


| Show Dates | 


Jan. 2- 7—Grand Rapids, Mich. 
Jan. 9-15—Seattle 
Mar. 5-13, 1939—Leipzig—Trade Fair. 
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Modern beauty and modern engi- 
neering ... and on top of that— 
the most spectacular power and 


performance of the year. America 


1s going Chrysler because Chrysler is 


the world’s most excitin g car to drive! 
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WHAT’S YOURS, GENTS? 


Portion of the attendees at 





AC Spark Plug’s 


“Gay Nineties” party in connection with the ASI show in Chicago this week. 


Left to right, seated, Ike Gordon, 


leg, of E. 8S. 


head of Gordon Motor Parts, 
N. Y.; John C. Hines, AC’s regional sales manager, Philadelphia; Harry 
Youse Co., Reading, Pa.; and L. C. 


Rochester, 
Wolf- 
Goad, president of AC. 





THE QUARTET that designed, developed and carried through AC Spark 
Plug’s “Gay Nineties” party as a highlight of the annual Automotive Service 


Industries show in Chicago this week. 
Brother Co.; S. 


Left to right, Abe Feinberg, of D. P. 


Chakow, electrical engineer of Chicago’s Palmer House; Earl 


McGinnis, AC’s ad director, and George Jonnes, catering manager of Palmer 


House. 


Annual Gilmore- Yosemite 


Run to Take Place Jan. 


LOS ANGELES. — Announce- 
ment that the Gilmore-Yosemite 
Economy Run will be held on Jan. 
5 was made following a confer- 
ence of executives of Yosemite 
National Park, the American 
Automobile Assn. and the Gilmore 
Oil Co. last week. Study of sur- 
veys and road condition reports 
led officials to again decide on use 
of a temporary winter route for 
the annual mileage classic from 
Los Angeles to Yosemite National 
Park, leaving the all-year road at 
Fresno and entering the park 
through Wawona and the Chin- 
quapin tunnel. 

Although the more difficult win- 


Hundreds Attend 
AC’s Celebration 
Of 30th Birthday 


CHICAGO.—In a colorful set- 
ting of the mauve decade, several 
hundred wholesalers and manu- 
facturers helped the AC Spark 
Plug division of General Motors 
to celebrate its 30th anniversary 
at the Palmer House this week. 

Singing waiters, a “dandy” of 
the day at the piano, troubadors, 
mustached bartenders and a blue- 
coated policeman in uniformed at- 
tire of the early days lent vivid 
color to the three-day celebration. 

Congratulations were showered 
upon AC officials for 30 years of 
successful manufacturing and mer- 
chandising methods. The company 
will score a new all-time high 
in sales this year, it was an- 
nounced at the party. 

Credit for the growth and de- 
velopment of the company was 
in large part due to the whole- 
salers, Wilson S. Isherwood, gen- 
eral sales manager, said. 

“Our wholesalers,” he declared, 





“have played a most important 
part in our progress, and they 
have also contributed important- 


ly in the development of the en- 
tire automotive parts industry.” 

A large number of pioneer job- 
bers and representatives of the in- 
dustry’s greatest wholesale houses, 
were in attendance at the cele- 
bration, some of them having been 
distributors of AC products con- 
tinuously since 1911. 


ter route is not conducive to high 
economy of operation, its wind- 
ing course and more spectacular 
climbs are added thrills to the 
annual stock car classic. 

Early reports, according to offi- 
cials, indicate that the largest rep- 
resentative group of stock sedans 
ever entered in the gruelling, mid- 
winter grind will participate in 
the 1939 run. Results of the run 
that is conducted and supervised 
by the contest board of the AAA, 
are carefully studied by automo- 
tive engineers. 

In setting forward by one week 
the date of the run, Officials also 
complied with the desire of na- 
tional representatives of publica- 
tions and car manufacturers who 
plan their sojourns in southern 
California each year for the Rose 
Bowl programs, and who also wish 
to witness the famous stock car 
event before returning east. 

Discussion of rules with dealers 
was conducted by A. C. Pillsbury, 
regional director of the contest 
board of the AAA, who is in 
charge of all technical and me- 
chanical details of the 1939 
“stingy” drivers’ contest. A slight 
additional weight will be allowed 
in the passenger load of com- 
peting cars to bring this figure to 
750 pounds for the run. 

A feature of the dealer meet- 
ing was the unveiling of silver 
trophies by Clarence S. Beesem- 
yer, vice-president of the Gilmore 
Oil Co. 





LESTER MATTHEWS, 
treasurer of Sealed Power Corp., 


assistant 
who 
was elected president of 
Standard Parts Assn., 
tion in Chicago this week. 


famong other 
;}in such a way 


National | . 
at its conven-|290 attended the 


Sales, Attendance 
At Peak; Spirit of 
Optimism High 


(Continued from Page 1) 


committee representing the three 
sponsoring associations, all of 
whom have done a great job, chief 


turers themselves. 

Thompson Products, Inc., of 
Cleveland was awarded a gold 
plaque for the best exhibit; Kes- 
ter Solder Co. of Chicago a silver 
plaque for second best, and Per- 
fect Circle Co. of Hagerstown, 
Ind., a bronze plaque for third 
best. 

The Thompson display features 
an open book tipped diagonally, 
from the leaves of which have 
poured huge coins two feet in 
diameter shown piled up on the 
floor. The idea depicts the book 
of the Thompson merchandising 
campaign as “your open door to 
new business.” 

Making Up Exhibit 


The Kester booth is a replica} 


of the “horse and buggy” era of 
soldering old time tools, a hot 
stove and other crude devices 
comprise the contents of the shop 
making up this exhibit. 

Perfect Circle’s well balanced 
booth has a special eye catcher in 
the form of a column with a giant 
piston ring on top and more than 
100 smaller rings around the side 
as guards for an electric train in 
constant operation. Also shown 
are color photos of all cars, mo- 
tor boats and other products 
specifying Perfect Circle as stan- 
dard equipment. 

No ASI show has ever received 
such a good break in the matter 
of concentrated attention by the 
20,000 manufacturers and jobbers 
in attendance. In the past, the 
practice was to hold conventions 
of the National Standard Parts 
Assn., the Motor & Equipment 
Manufacturers Assn., and the Mo- 
tor and Equipment Wholesalers 
Assn. during hours on certain days 
when the show was open. 

This year, the conflict of dates 
and hours was eliminated, since 
the general sessions of MEWA and 
NSPA came off last week, while 
MEMA confined its activities to a 
banquet meeting Tuesday evening. 
The exceptions to this rule were 
smaller group and directors meet- 
ings which did not keep the major 
membership away from the show. 

All three associations also sup- 
ported through attendance the 
banquets of the Automotive Boost- 
ers Clubs International Sunday, 
the Old Timers’ Club Monday, and 
the Overseas Automotive Club 
Wednesday. They set aside Tues- 
day evening for their own annual 
dinners. 

Plan 1939 Show 


Three new presidents sat in at 
preliminary discussions Friday 
morning on the general subject of 
joint sponsorship of the next 
show. They were D. S. Brisbin of 
MEMA, L. G. Matthews of NSPA, 
and Ralph Greene of MEWA, all 
of whom were elected at meetings 
of their respective associations be- 
fore or during the show. 

In addition to Brisbin, of the 
Columbus-McKinnon Chain Corp., 
Tonawanda, N. Y., 
Equipment Manufacturers Assn. 
elected the following officers: D. 
H. Daskal of Perfection Gear Co., 
Harvey, Ill., as vice-president; J. 
H. Cattell of Warner-Patterson 
Co., Chicago, as secretary, and C. 
P. Brewster of K-D Manufactur- 
ing Co., Lancaster, Pa., as treas- 
urer. 

The highlight of the MEMA 
banquet meeting in the Blackstone 
was an address by Senator Ed- 
ward R. Burke of Nebraska on 
“Labor Relations at Home and 
Abroad,” wherein he advocated, 
points, a revamping 
of the Wagner labor 


as a threat to the 
the nation. 


well-being of | 


meeting. 


The Motor and Equipment 


credit must go to the manufac-| 





the Motor &| — 


relations act 
as to put an act! Axle P 


|to labor strife which he described | 


VIEW OF THOMPSON PRODUCTS exhibit at ASI show. 
(First Prize Winner) 
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McQUAY-NORRIS had this display at the 
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ASI Show Acclaimed as Best an of Event 
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National Standard Parts 
officers moved up a peg, Matthews 
of the Sealed Power Corp., Mus- 
, Mich., 
senior vice-president to the presi- 


being elevat 


G. 


Wholesalers Assn. directors voted| stressed the slogan: 
in an entirely new group of offi-| 
, including Frank 
art of Washington, D. C., as vice- 
president; H. D. Howard of Min- 
, Minn., as secretary, and 
C. E. Owen of Tyler, Tex., 
tion to Greene, 


Stew- 


in addi- 


whose home town 


Assn. 


ed from 


C. Anderson of Motor 


arts Service, Inc., 
cago, noing voted in as senior vice- 


Chi- 


, and Burke Patterson of 


A record turnout of| Thompson Products, 
as junior vice-president. 
The NSPA 


Inc., 


Cleve- 


convention theme 


| gram was 





‘Make This 2 
Merchandising Year.’ The pro- 
skillfully worked out 
to drive home the thought that 
success comes through better sell- 
ing, with speakers delivering 15- 
minute talks on ways and means 
of increasing volume among the 
various specialized outlets. 


Dealers Complete Plans 
For Grand Rapids Show 
GRAND RAPIDS.—Plans have 
been completed for the 30th an- 
nual show of the Grand Rapids 
Passenger Car Dealers which will 
open in the Civic Auditorium 
Monday night, Jan. 2. 
All dealers are scheduled to 
participate and the January date 
of the show will enable them to 
show chassis that were used in 
the New York and Chicago shows. 
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and GROWS on You! 


HAT are they saying about 
the new Buick, now that the 
noise and tumult of the Shows are 





over? 

In a handful of words, the verdict 
seems to be “It grows on you!” 
The more you see of it on the street 
the better you like it. 

The deeper you look into all that it 
offers, the more you find to cheer. 


The longer you drive it the more 
you realize this is Buick the beauty 
in action as in aspect! 


And a Buick franchise is a lot like 
this Buick car. 

It looks attractive when you first 
geta glance at it. 

It makes good sense, when you find 
how the Buick field organization is 


"Better bay. 


Easy on the eye—easy to buy—on General Motors terms! 


working to help you make money, 
and how easy it is to get the ear of 
the fellows in the factory. 


It satisfies—way down deep it sat- 
isfies—when you find, year after 
year, the same engineering giving 
you salable goods, the same, sin- 
cere, businesslike outfit plugging 
away with you to builda firm place 
for Buick and the Buick dealer in 
your own community! 


It grows on you, this be- 
ing a Buick dealer! 














EXEMPLAR OF GENERAL MOTORS VALUE 











NO OTHER CAR IN THE WORLD 


% DYNAFLASH VALVE-IN-HEAD STRAIGHT-EIGHT ENGINE % BUICOIL 
TORQUE-FREE SPRINGING % GREATER VISIBILITY x% HANDISHIFT 
TRANSMISSION % ROOMIER UNISTEEL BODY BY FISHER % TORQUE- 
TUBE DRIVE % TIPTOE HYDRAULIC BRAKES *% CROWN SPRING 
CLUTCH * “CATWALK-COOLING” % OPTIONAL REAR AXLE GEAR 
RATIOS *% FLASH-WAY DIRECTION SIGNAL % SELF-BANKING KNEE- 


“When better automobiles are built Buick will build them” 


Buick the Beau 


That’s why so many alert car re- 
tailers have their name on file for 
openings as they come up. 


If you’d like to talk about getting 
yours there too, the man to write 
is: W. F. Hufstader, General Sales 
Manager, Buick Motor Division, 
General Motors Sales Corpora- 
tion, Flint, Michigan. 


EVERY BUICK DEALER OPERATES IN PROTECTED TERRITORY 


We: 






HAS ALL THESE FEATURES 


ACTION FRONT SPRINGING 
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Automotive Le 


Car Patent Practices Held 
Important Aid to Industry 





(Continued from Page 1) 


capital in particular industries? 

Have the legal monopolies es- 
tablished by the patent system 
proved effective as a means of 
accomplishing the stated objective 
of promoting the progress of 
science and the useful arts, or 
have these protected monopolies 
served to implement and sanction 
business policies which tend to 
inhibit scientific progress? 

From the evidence submitted it 
was evident that, far from hinder- 
ing growth of the automotive in- 
dustry, its system of free licens- 
ing, pool arrangements and patent 
licensing under which royalties 
are collected by the patent owner 
have proven successful in en- 
couraging industry development. 

Members of the committee were 
obviously impressed with the 
practices of the industry in pool- 
ing patents and imposing virtual- 
ly no restraints upon the use of 
the patented articles, practices de- 
clared to be chiefly responsible 
for the amazing growth of the in- 
dustry. 

Automotive industry witnesses 
occupied the attention of the 
committee two full days. The first 
was Edsel Ford who described to 
the committee one of the earliest 
efforts at maintaining a patent 
monopoly. 

The effort he said, consisted of 
refusal by the industry group to 
admit his father in 1903 and later 
to sue him for infringement of the 
Selden patent on internal com- 
bustion motors. The suit required 
almost six years and Ford finally 
got a i from the Appeals 
Court that although the patent 
was valid, it had not been in- 
fringed because it was on a two- 
cycle engine, whereas motor car 
engines were four cycle. 

The committee heard of the 
three principal patent practices of 
the industry from Ford, Macauley 
and Reeves. 

Ford explained in detail how 
his father remained outside of 
all pooling agreements but granted 
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SHIFTS PROP 


PLANES “SHIFT GEARS” IN AIR 


Earlier types of variable pitch 
propellers had an adjustment 
range of only a few degrees. New- 
est types provide a range of 20 
degrees and this may be stepped 
up soon. One of the most ad- 
vanced types of variable pitch 
propellers is the Hamilton Stand- 
ard Hydromatic, used by many 
important airlines. This aerial 
equivalent of an automobile gear 
shift provides a wide range of 
propeller pitch adjustment, auto- 
matically, by means of hydraulic 
mechanism. In addition to pitch 
variation, this unit can serve as a 
brake on the engine by instantly 
swinging blades around to a 
“feathering” position. Materials 
play a vital part in operation and 
durability of this mechanism. Na- 
turally, Nickel alloy steels have 
been chosen to stand the brunt of 
load on highly stressed parts. Thus, 
mating bevel gears in control 
mechanisms are fabricated from 5 
per cent Nickel alloy steel, SAE 
2515. The highly stressed com- 
bination cam-and-collar assembly 
is made from a special Nickel- 
chromium-molybdenum steel, SAE 
4340, heat treated before machin- 
ing. In the air, high-grade Nickel 
alloys are as 
vitally necessary 
in accessories as 
in engines. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York. N.Y. 











free use of his patents to any 
reputable concern. Reeves told 
how the AMA began pooling 
of members’ patents back in 1915, 
but has discontinued the practice 
on patents issued in the last eight 
years. The Packard plan, as ex- 
plained by Macauley, is to hold 
on to its patents, license their use 
for royalties, and to pay royalties 
for the use of others. 

The Packard chieftain declared, 
however, that from the standpoint 
of the development of the in- 
dustry as a whole, the Ford plan 
is the best. 

The committee listened with 
deepest interest to Edsel Ford’s 
story of his father’s clash with the 
famous “Selden patent” at the 
turn of the century, how the 
patent was finally upset through 
Ford litigation, and how he has 
since remained aloof from group 
action with other producers. 

Asked “what happened” when 
Ford applied for a license from 
the then Licensed Automobile 
Manufacturers Assn., he said: 

“T can’t recall exactly the date 
this took place, but it was at one 
time during the course of the 
early days of the Ford Motor Co. 
when we were a small manufac- 
turer and getting started. The as- 
sociation had been started and had 
acquired numerous motor com- 
panies as members. These mem- 
bers paid a license fee to the as- 
sociation under the Selden patent. 

“My father inquired of one of 
the officers of the association if 
it were possible to join their as- 
sociation and become a member 
as the other motor car companies 
were. 


Told Reputation Needed 

“He was told, I understand, he 
had best go out and manufacture 
some motor cars and gain a 
reputation and prove that he 
wasn’t a fly-by-night producer 
before he should ask for a mem- 
bership in this association.” 

Ford said that if the patent had 
been sustained “I think the Ford 
Motor Co. would have been put 
out of business or would have be- 
come a member of the association 
one or the other.” 


Assistant Attorney General 
Thurman Arnold head of the Jus- 
tice Department anti-trust divi- 
sion asked Ford if he did not 
think free interchange of patents 
encouraged competition in the in- 
dustry, and was told: “I feel so.” 
He said his company felt a patent 
“should be worked” rather than 
be held by one producer. 

Specifically, Ford proposed only 
two changes in the patent law— 
limitation of the length of time 
an application for a patent is per- 
mitted to remain in the Patent 
Office, and provision that notice 
of patent infringement be served 
on accused companies. 

The witness said his company 
never pays royalties for use of a 
patent, but frequently aids inven- 
tors in the independent production 
of their own device “and we buy 


a’ 


CHRYSLER CUSTOM IMPERIAL 
is equipped with the new 
142 horsepower. 


sedan-limousine for 
“fluid drive” 





it’ rather than try to gain control 
of an invention. 

Reeves told how the Licensed 
Automobile Manufacturers Assn. 
later became the National Auto- 
mobile Chamber of Commerce and 
after the NRA codes changed its 
name again to the Automobile 
Manufacturers Assn. 

He explained how a _ cross- 
licensing pool was launched with- 
in the organization in 1915 partly 
as a result of Ford’s successful 
fight against the Selden patent. 
Producers, he said, felt that their 
chief interest was to produce the 
best automobile possible un- 
hampered by patent litigation. The 
pool, he said, started with 547 
patents, with provision for in- 
clusion of all patents developed by 
members in a 10-year period. 
When the agreement was renewed 
in 1925, with 1,066 patents, it 
failed to cover patents developed 
in the future. Again in 1930, the 
agreement was renewed. Includ- 
ing devices developed in the pre- 
vious five years, patents reached 
a peak of 1,687. But in 1935, when 
the agreement under which the 
pool is now operating was ap- 
proved it included only those 
patents held as of Jan. 1, 1930. 


Decline in Patents 

Through expiration of patents, 
and failure to extend those in the 
pool, Reeves said the number of 
patents cross-licensed declined to 
1,285 in 1935 and to 1,058 at the 
present time, and these are of 
little value. He said that, begin- 
ning in 1935, members of the pool 
who were spending huge sums in 
developing patents they thought 
might prove valuable, “did not 
wish to put them in the cross- 
licensing agreement.” He said the 
original pool was designed to in- 
terchange patents that were basi- 
cally necessary in production of 
automobiles, and this necessity no 
longer exists. 

The automobile phase of the 
monopoly committee’s patent in- 
vestigation closed with the ap- 
pearance of such outstanding lead- 
ers as William S. Knudsen and 
Charles F. Kettering, president 
and research vice-president, re- 
spectively, of General Motors. 

The committee was fascinated 
by Kettering’s bold and originai 
viewpoint not only on the issue in 
hand but upon the broader ques- 
tions of research and scientific ad- 
vancement of industry. 

‘Ashamed’ of Progress 

A half-century of unprecedented 
technological and scientific ad- 
vancement was predicted by Ket- 
tering, who declared that he was 
“ashamed” of the progress to date. 

Inventor of the self-starting 
motor and developer of ethyl gas 
and the modern diesel engine, he 
said he would like “to invent a 
way to get new industries start- 
ed.” He said a wealth of men, 
materials and untapped oppor- 
tunities await industrial projects 
to put them to work. 

“We are way behind tech- 
nologically,” he told the com- 
mittee. “I am ashamed of our 
kind. We haven’t done a very 
good job.” 

The committee, which is seek- 
ing patent law incentives to in- 
vention unrestricted by monopoly 
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1939 


and “cruise and climb” 


with a wheelbase 
transmission. 
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IT WASN’T NECESSARY to sacrifice comfort in the front seat of the 1939 


De Soto 7-passenger limousine to 


ain extra length in the rear compartment, 


as illustrated here. Now in production, the two 7-passenger limousine models— 
the custom and deluxe—each measure 2195/16 inches, bumper to bumper. 





INTERIOR VIEW of the new Dodge limousine, one of two ran 
134-inch wheelbase. Both of the new cars, the other being a bgameaner conan 


are mounted on special chassis. 





control was informed that the in- 
ventor would continue to invent 
whether or not there were any 
patent laws “because he has to do 
hag 

Kettering said the General Mo- 
tors consulting research labora- 
tory, which he heads, and others 
like it were primarily concerned 
with the difficult problem of pro- 
jecting and developing new in- 
dustries and “getting an industry 
up to a profit and loss basis.” He 
called it a form of insurance 
maintained by industry to keep 
abreast technologically. 

He reiterated he was “not 
proud” of the record when he 
considered men and materials not 
working, and resources and op- 
portunities unused. 

The committee was told by 
Kettering that the day of the in- 
dividual inventor was passing; 
that America was in the transi- 
tion stage from the individual in- 
ventor to the group inventor and 
“TI doubt whether the patent thing 
is involved in this.” 

Senator O’Mahoney summed up 
automobile patent practices in a 
statement declaring they have 
not been used to suppress com- 
petition, nor to develop monopolies 
or to make money from royalties, 


of 144 inches, 
The 8-cylinder 


this new model 
engine develops 


but in general largely for protec- 
tion against infringement suits. 

“While the testimony of these 
automobile manufacturers is high- 
ly persuasive,” said Senator 
O’Mahoney, “observers should not 
deduce that their methods are 
necessarily ones which might be 
applied to all of American in- 
dustry, nor that automobile prac- 
tice is entirely perfect.” 


Sale of 900,000 
Units Seen for 


Ford During ’39 


WASHINGTON. — Following a 
visit with Undersecretary of the 
Treasury John W. Hanes, Edsel 
B. Ford this week predicted that 
the Ford Motor Co. would sell 
900,000 units in the model year 
1939, which began with the intro- 
duction of the new models Nov. 
1. This compares with approxi- 
mately 600,000 units in the 1938 
period, he said. 

Asked about Ford decentraliza- 
tion of production activities, Ford 
stated that it has been proved 
by experience that the company 
saves money by establishing sep- 
arate small plants for production 
of parts of an automobile such as 
carburetors, lamps and bumpers 
and the like. 
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START THE NEW YEAR RIGHT.. Offer 


the C.LT: Budget Plan! 


“Friendly and Efficient” 


—dealers call C.I.T. Service 


CLT. 


Sales Financing Service 


Commercial Investment Trust Incorporated 
C.1.T. Corporation, New York, Chicago, 
San Francisco 
Universal Credit Company 
Canadian Acceptance Corp., Limited 


Commercial Factors Corporation 
William Iselin & Co., Inc. 
Meinhard, Greeff & Co., Inc. 
National Surety Corporation 
Subsidiary companies of 


COMMERCIAL INVESTMENT 
TRUST CORPORATION 


One Park Avenue -« New York City 





VER MANY YEARS, the C. I.T. Budget Plan 

has built up customer good will. Quite nat- 
urally, such a time-tested, successful service at- 
tracts competition. But you know that in sales 
financing as in your own business, experience 
counts. Your customers who buy on time will 
appreciate the dignified, tactful procedure in the 
C. I. T. Budget Plan—and it is to your advan- 
tage to give them this service. 


Experience proves that these C.I.T. advantages 
are important: Tactful, on-the-spot credit in- 
vestigation. Friendly, tactful consumer contact. 
Immediate purchase of acceptable paper by local 
office near you. Ample funds forall requirements. 
C.I.T. service is local in application, national 
in scope, and not subject to local or regional 
economic disturbances. 


C. 1. T. is the world’s largest independent sales 
financing institution, established in 1908, and serv- 
ing dealers and purchasers everywhere through more 
than 180 local branch offices. Each branch is a 
self-contained, fully-functioning unit. 
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Edsel Ford Urges Tax 


GM Foreign Sales 
Of Cars in 1938 
Seen Equal to 37 


NEW YORK. — Current indica- 
tions are that final figures for 
General Motors 1938 foreign busi- 
ness will equal 1937, with 360,000 
cars and trucks sold representing 
a dollar volume of some $360,- 
000,000, it was stated here this 
week by James D. Mooney, the 
corporation’s vice-president in 
charge of overseas operations, 
who returned Sunday aboard the 
Conte di Savoia after a_ three- 
month business trip in Europe. 

Discussing hopes for foreign 
political settlements and business 
expansion, Mooney said a great 
world economic revival depended 
on practical efforts to trade com- 
mercial and financial aid to the 
“have-not” nations in exchange 
for peace guarantees. 

“The stage could be set for a 








SOAP BOX EXPERTS—newsmen, technical committee members and Chevrolet 


officials—met in Detroit last week to 
race, with a view toward improving 
Fisken, advertising manager, is seated 





great revival of trade and busi- 
ness throughout the world,” he 
said, ‘“‘but in order to do this the 
political groups dominating the 
international scene will have to 
concentrate on projecting some 
practical schemes of relieving the 
economic tensions in various areas 
throughout the world instead of 


indulging themselves in hurling 
colorful insults at one another’s 
political ideology.” 


OU don’t have to be much of a guesser to 

know what this woman’s thinking about 
as she looks longingly inside one of the 1939 
cars trimmed with the new “Breathing Back” 
velvet upholstery. 


She’s thinking of the experiences she has had 
with some types of upholstery when subjected 


to the ravages 


of children’s shoes, chewing 


gum, candy, and a frisky pup—to say nothing 
of ordinary spots and wear. 


But there’s no need for her to worry with the 
new “Breathing Back” velvet upholstery be- 





cause its ‘showroom 


complexion” can be 


maintained for years. 


COLLINS & 


Mass. 


200 MADISON AVENUE : 


study rules published before the 1939 
the regulations for next year. C. P. 
at right of presentation chart. 


Chrysler Corp. Grants 
Equipment Licenses 
DETROIT. — Owing to the in- 
creased demand for its super- 
finishing equipment, the Chrysler 
Corp. this week granted additional 
manufacturing licenses to the 
Cincinnati Milling Machine Co., 
and the Norton Co., Worcester, 


You Need No Penny for Her Thoughts 





Cut as Business Incentive 


High Wage Declared Best 
System of Profit-Sharing 


By William Ullman 


Washington Correspondent 

WASHINGTON.—The_ subcom- 
mittee of the senate finance com- 
mittee holding hearings on so- 
called incentive taxation plans, 
this week was plainly told by 
Edsel Ford, president of the Ford 
Motor Co., and several other wit- 
nesses, that the best form of in- 
centive to business would be a re- 
duction in federal taxes. 

This point of view was in sharp 
contrast with much previous testi- 
mony before the committee, which 
tended to show that the passage 
of some form of tax legislation 
which would recognize the institu- 
tion of profit-sharing plans and 
social management policies would 
have a far-reaching constructive 
effect. 

Ford, however, declared that the 





Just watch her face when you tell her that this 
fine velvet can safely be washed with soap and 
water; that spots disappear quickly, with the 
application of cleaning fluid; that dust and dirt 
are readily disposed of with a whisk-broom or 


vacuum cleaner. 


And don’t forget to mention how much cooler 
and more comfortable this new fabric is to 
ride upon—how easy it is on clothing — how 


long it lasts. 


Be sure to specify velvet upholstery for all your 
1939 jobs! See how it helps change customer- 
pessimism to customer-optimism and at the 
same time saves you plenty of reconditioning 


grief and expense. 


AIKMAN CORPORATION 


NEW YORK, N.Y. 
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Ford Motor Co. believes in profit- 
sharing with its employes through 
high wages, and pointed out that 
the company had paid $77,565,000 
in profit-sharing—above the wage 
seale for the industry as a whole— 
from 1914 to 1919; while for 1919 
and 1920, under a cash bonus sys- 
tem, the company paid out $6,750,- 
000. Pointing out that the $6 wage 
scale set in 1920 has since been 
maintained, except for a brief de- 
pression period, Ford went on to 
explain that the company’s invest- 
ment plan, through which em- 
ployes may deposit portions of 
their wages at a guaranteed inter- 
est of 444 percent, with more paid 
semi-annually, has brought work- 
ers a total of $15,500,000 in inter- 
est and $12,300,000 in “extras.” 


Questioned by Senator Arthur 
H. Vandenburg, of Michigan, Ford 
asserted that he felt that incentive 
taxation which would encourage 
profit-sharing, plant expansion, 
and the like, “might lead to con- 
sequences difficult to handle,” and 
that it might create more prob- 
lems than could be solved by it. 


Earlier in the hearings, John L. 
Lewis, CIO president, also ex- 
pressed opposition, but on the 
ground that “labor’s disillusioned 
experience in regard to _ profit- 
sharing plans has been that they 
have been used as a device to 
avoid the payment of an imme- 
diate decent wage and made labor 
dependent upon haphazard indus- 
trial and financial policies of man- 
agement.” 


Up to the latter part of this 
week, the hearings had developed 
a very heavy preponderance of 
opinion in favor of tax revision 
along lines which would give rec- 
ognition to profit-sharing plans, 
p'ant expansion programs to pro- 
vide increased employment, and 
the like. 


The feeling was prevalent 
among observers here that defi- 
nite legislative proposals for in- 
centive taxation amendments will 
be considered by the forthcom- 
ing session of congress. 

It is understood that confer- 
ences have been held between offi- 
cials of the treasury department 
and senate finance committee ex- 
perts with a view toward evolving 
some form of legislation which 
would encourage profit-sharing 
without seriously affecting the 
total in-take of federal revenues 
or opening up loopholes in the way 
of tax avoidance. 

There is reason to believe that 
the general attitude of the treas- 
ury toward incentive taxation is 
sympathetic. There is known to be 
a very considerable body of senti- 
ment in congress also for such 
legislation; but competent observ- 
ers here feel that whether enact- 
ment is secured will be largely 
dependent upon the general busi- 
ness and industrial situation, with 
its consequent effect upon em- 
ployment. 


Pacts End Long Strike 
Of Milwaukee Mechanics 
MILWAUKEE.—Labor con- 
tracts ending a six-month old 
strike were signed Dec. 3 by rep- 
resentatives of 21 of the 31 dealer 
garages affected and the AFL 
automobile mechanics’ union. 
Terms of the settlement will not 
be divulged until all dealers sign, 
when a joint statement will be 
issued, I. E. Goldberg, union at- 
torney, announced. 
The strike started May 23 in 
protest against a wage cut. Dec. 
6 saw the return of 150 men to 


| work in 22 garages and it was ex- 


pected that by the end of the week 
the remaining nine dealers will 


| have signed the agreement. 


Road Program Set 
MONTREAL.—Work under the $50,- 


000.000 road program adopted by the 
National 


Union Government at the 
last session of the Quebec legislature 
will begin in the spring, Premier 
Duplessis announced here 
last week 
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AND THE BIGCEST 7, 
OF CONVERSIONS 


lite 


DEALER ORDERS ALREADY 84% AHEAD OF 1938 SALES 
—A number of Nash dealers already have sold 
more cars than in 1938, according to E. E. 
McElhaney, territory supervisor. “The average is 
more than 84°, ahead of ’38 in Michigan,” he said. 





NASH IS ATTRACTING THE FINEST TYPE OF DEALERS 
—“‘Right here in the heart of the industry, 
Nash is picking off the choicest dealerships,” 
says Howard Bauer. “That’s smart switching 
by dealers who analyze the big swing to Nash!” 





WE'RE TRADING RIGHT, TOO—‘“‘This new Nash line 
is a money-maker,”’ says A. G. (Lindy) Lindberg, 
Used Car Manager, ‘‘because buyers want it and 
will take a fair appraisal on their trade-ins.” 
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DETROIT GOES NASH! 





Candid Camera Interview with Howard Baver and Charles Abbott, Detroit Nash Distributors 


N DETROIT, where even the children know 
motor values, the New Nash is the smash 
hit of 1939. 


Record new orders show the greatest percent- 
age of “‘switches” in Nash history! 


“In my 25 years of experience, I never saw 
anything like the reception to this New Nash,” 
says Charles Abbott, president of the Nash 
Detroit Company, distributors. ‘‘ Without even a 
demonstrator, due to giving our dealers every 
available car, we have taken 63 retail orders.” 


“And,” added Howard Bauer, vice-president 
and general manager, “‘from the ‘all three’ class 
right up to costly car owners the switch to Nash 
is amazing.” 

““We’ve scooped competition in their home 
towns, too,” said H. C. Fralick, territory super- 
visor, ‘‘with record orders in Flint, Pontiac, 
Lansing, Bay City, Saginaw.” 


LANDSLIDE IS NATION-WIDE 


The Detroit experience is typical of the country. 

Read these reports from other territories: 
“Made nine sales the first day I had new car.”’ 
“‘Sold fourcars, first day—out of first six calls.”’ 
“Twenty-four sales, 207 prospects the first 
day on Long Island.” 


NEW LOW 
PRICES BEGIN AT 


7110 x. 


Standard Equipment 
and Federal Taxes 
included 


NEW LOWER PRICES 


Nash prices this year are substantially reduced. 
Moreover, Nash introduces such added features 
as the new ‘‘Weather Eye,” that automatically 
controls Conditioned Air for winter driving; 
New Nash LaFayette engine advancements, 
increasing power, reducing fuel consumption; 
new, wider bodies—more room—greater vision 
—finer appointments. 


Right now is the time for you to look into the 
Nash franchise set-up for making more money 
per car, with more territory protection and 
greater opportunity for expansion. Wire to W. A. 
Blees, General Sales Manager, Nash Motors 
Division, Nash-Kelvinator Corp., Detroit, Mich. 


THESE FACTS DEMAND ACTION! 


1 





And As Detroit Goes 
—So Goes America! 





1. A proud name and a product 
that’s already recognized as the 
“*style’’ leader of the year—that 
has more exclusive demonstration 
features than any car on the road. 


2. Anew franchise—with features 
dealers need and want. 


3. Discounts that offer real 
profits. 


4. The reputation of a company 
and a car that’s been respected 


for 23 years by dealers and public. 


5. The financial resources of 
an independent organization that 
stands fourth among all automo- 
bile companies. 


6. Direct contact and cooperation 
of officials, who spend most of 
their time in the field. 


7. Advertising and promotional 
support that Is carefully planned 
to meet local sales problems. 





WPA 


The Car 


NAMI 


Everybody Likes 
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Side to side mo 
Up and down motion eliminated. 
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FOR 1939, OLOS DEALERS HAVE A BIC 
NEW "SEVENTY" ANDO A GREAT NEW 
"EIGHTY" FOR THE REGULAR OLOSMOBILE 
MARKET...PLUS THE NEW LOW-PRICED 
OLOS "SIXTY" TO BRING THEM 


EXTRA BUSINESS / 


NEW COW PRICE || 


Se 
| en 


i 


MM ne 


en eee 


LDS, for 1939, has a car in every price field but 

“high!” Olds’ sensational new Sixty brings Olds- 
mobile quality right down into the Jow-price field where 
volume is greatest. Olds’ stunning new Seventy and 
Eighty, now offered at reduced prices, continue in the 
great field comprising buyers of popular and medium- 
priced cars. Olds’ New Rhythmic Ride is an exclusive 
Olds selling feature. It’s an absolute ride sensation— 
something to demonstrate, something with extra ap- 
peal for the prospect, something, in short, to clinch the 
sale! No wonder dealers are enthusiastic over the Olds 
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EXTRA DOLLARS 
FOR 
OLOS DEALERS 










NEW “60” 4-DOOR SEDAN, $889* 


mut | line for ’39! It’s a line that means a vastly 
jis- |Widened market, easier sales, greater [, 
re a 





Volume and an opportunity for hand- 
nd |%mely increased profits. No two ways 


he [about it, you ought to Go with Olds! AA @ 
me 
ve * Delivered price at Lansing, Mich., subject to a 
— thange without notice. Price includes safety 
élass, bumpers, bumper guards, spare tire and € 

be. Transportation, state and local taxes, 


: if any, optional equipment and accessories THE RED HOT LIME FOR “39 


“extra. General Motors Instalment Pian. 









—more $$$ 
for Dealers! 
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Sales Through Serwice 


—more $ $8 


for Dealers! 








Chevrolet Service Managers Attend 2- -Day Parley 


‘85 Club’ Members Inspect 
Plants, Hear Two Talks 


DETROIT. — Forty-seven men, 
presidents of the company’s “85 
Club” organization throughout the 
dealer field, were guests of Chev- 
rolet at a two-day conference in 
Detroit this week. 

The conference is an annual 
event, for which the ‘85 Club” 
members qualify on a merit basis. 
Nine of the guests on this year’s 
list were repeaters, and 33 states 





Quaint Quirks 
That Build 


Business 


Salesman for W. F. Green Mo- 
tors (Dodge and Plymouth), Bir- 
mingham, Ala., occasionally sends 
out hand-written postcards to mo- 
tor owners as follows: “I can offer 
you an exceptionally good deal on 
your °’37 Dodge as this time we 
haven’t a single one in our used 
car department.” It is a personal- 
ized message with a “do it now” 
appeal. Name of the owner and 
model of his car obtained from 
license list. 





*. * *# 


The Stone Motor Co., Green 
Bay, equipped every used car 
offered in a special sale with new 
tires regardless of the mileage on 
the original tires. .. . At Wausau, 
the Beilke Auto Co., to better ac- 
quaint the public with its new 
used car location, offered two new 
tires and a new battery free with 
every car priced over $400. This 
deal was good for two weeks. 

6 = s 


Hanna Motor Co. (Ford), Bir- 
mingham, has a “Bad Order” tag 
which it places on customers’ cars 
when a needed repair is found. 
This tag is blood red in color and 
when attached to the choke throt- 
tle attracts plenty of attention. A 
customer leaving his car for lubri- 
cation may, for instance, find a 
notice that his fan belt is about to 
give way. 


Bg a * 
The Sample-Hart Motor Co. 
(Ford), Omaha, Neb., has had 


good success in recent months by 
using original captions on news- 
paper ads featuring used cars. 
For example, a recent ad con- 
tained a cartoon of a mustached 
figure in shorts and sun helmet 
viewing a photograph of one of 
the company’s late model used 
cars, with the caption, “If You 
Lived in Africa ... this R & G 
used car would cost you $1,100. 
Sample-Hart offers this fine 1936 
- Ce... « . at $520.” 


On Loans of 
$1000 and up... 


We Can Save 
You Money 


We have banking connections 
who will advance the loan 
value of your life insurance 
policies at a saving on annual 
interest rates of one-third to 
one-half of the usual six per- 
cent. Present loans refinanced 
or new loans made in com- 
plete confidence. For full in- 
formation address 


Nettleton, Ware & Co. 


(Ralph B. Nettleton and Eliot B. Ware) 


1166 Park Square Building 
Boston, Mass. 








were represented among those at- 
tending. 

Inspection trips through Gen- 
eral Motors Research, and the 
manufacturing and final assembly 
plants of Chevrolet, both in De- 
troit and in Flint, filled the two 
days. 

A luncheon, addressed by Arn- 
old Lenz, in charge of Flint man- 
ufacturing operations, was held at 
the Durant Hotel in Flint, and 
W. E. Holler, general sales man- 
ager, spoke before a luncheon in 
the L’Aiglon, Detroit. Dinner at 
the Detroit-Leland Monday night 
was fo!lowed by an evening at the 
Olympia, where the guests saw a 
hockey game. 

The “85 Club” is composed of 
dealers’ service managers who 
rate 85 percent or higher, through- 
out at least eight months of the 
year, under a point system in 
which customer relations, freedom 
from complaints, and other factors 
bearing on owners’ satisfaction are 
emphasized. 

The highest-ranking men auto- 
matically become presidents in 
their respective zones, and as such, 
attend the Detroit conference. 


Cadillac Merit Men 
Will Convene in 


New York in 739 


DETROIT.—The annual conven- 
tion of Cadillac Merit Men, crack 
retail sales group, will be held 
next year in New York, General 
Sales Manager D. E. Ahrens of 
Cadillac-LaSalle announced this 
week. 

Site of the meeting was disclosed 
as the yearly competition for sales 
rankings in the Cadillac nation- 
wide selling organization neared 
its close. Only top salesmen of 
1938 will be selected for the trip. 

“New York was picked for the 
convention because we feel the 
World’s Fair attractions offer the 
most suitable goal for the Merit 
Men’s efforts,” said Ahrens. 

Preceding the World’s Fair visit, 
the organization will be guests of 
the company for two days at the 
exclusive Westchester Country 
Club at Rye, N. Y. Dates for the 
1939 convention will be July 31 
to Aug. 3. 








Dealers Launch 


Used Car Drive 


CHEYENNE, Wyo. — Cheyenne 
automobile dealers, who recently 
inaugurated a “bring your car 
home for service” campaign which 
is reported to have boosted serv- 
ice department receipts satisfac- 
torily, have started a co-operative 
drive to reduce used car stocks. 
This campaign was started with 
the following letter, used both in 
newspaper copy and direct mail: 

“Attention: Mr. and Mrs. 
Wantabuy A. Car: Did you know 
that right now is the time to buy 
a car? Were you aware of the fact 
that the Cheyenne Auto Dealers 
have the finest selection of late 
model used cars that has ever 
been their privilege to show you? 
The reasons are many why you 
should ‘trade up’ now. 

“Prices are down. New car 
models have already been an- 
nounced. Used cars have already 
taken their drop. * * * 

“Winter driving demands a car 





that functions perfectly at all 
times. You’ll find these winter- 
ready used cars listed below | 


ready to go right now. Sincerely 
yours, Cheyenne Auto Dealers.” 





eee were: Thomas W. Camp- 
| bell 








AMONG ATTENDEES at Chevrolet’s annual “85 Club” presidents’ confer- 
ence in Detroit this week. Members of the club are dealers’ service managers 
who rate 85 percent or higher in efficiency. Left to right, at table in fore- 
ground, J. Wallace, Northern Chevrolet, Corona, N. Y.; Harry Ettinger, Ander- 
son Motors, Helena, Mont.; J. Payne, Brewer Chevrolet, Elizabethtown, Ky.; 
A. E. Ryan, Grieger Chevrolet, Muncie, Ind.; Ray Hackett, Inland Chevrolet 
Sales Co., Spokane, Wash.; H. R. Knutsen, Smith Chevrolet Co., White Bear, 
Minn.; R. E. Eastman, Shattuck’s Garage, Springfield, Vt., and Marshall Len- 


ning, ‘Superior Motor Co., Braddock, Pa. 





OTHERS WHO ATTENDED Chevrolet’s “85 Club” conference in Detroit in- 
cluded, left to right, Gordon Andrus, Central Office; W. A. Grant, Grant 
Chevrolet Co., Fremont, Neb.; W. B. Hunter, Rohrer Chevrolet Co., Camden, 
N. J.; Cecil Gibson, Charles H. Sipe jr., Cambridge, O.; H. D. Fugate, Lee J. 
Hobbs Chevrolet Co., Wichita, Kan.; O. M. Gloe, Poudre Chevrolet Co., Ft. 
Collins, Colo., and R. C. Clark and S. A. Walker, of Central Office. 


Re aa ‘ a 





CHEVROLET’S “85 CCUB” conference also drew these members, left to 
right, Don Pringle, Central Office; R. L. Redfern, Red River Motor Co., Bossier 
City, La.; R. H. Woods, J. V. Baldwin Motor Co., Los Angeles; Frank Tucker, 
Ernest Ingold, Inc., San Francisco, and R. T. MacGregor. T. E. Dougherty and 
H. W. Page, of Central Office. 





OTHER ATTENDEES at Chevrolet’s “85 Club” conference included, left to 
right, G. M. Shupp, Ammon R. Smith Auto Co., York, Pa., C. S. Boone, Truex 
Chevrolet Co., Jackson, Tenn.; Ivan Dennis, Parsons Motor Co., Parsons, Kan.; 
E. W. Horton, Central Chevrolet Co., Columbia, S. C.; J. C. Smith, W. H. 
Adams, Madison, Ga.; J. H. Millwee, El Reno Motor Co., El Reno, Okla., and 
W. E. Clark, Wyatt Chevrolet Corp., Danville, Va. 





SOME OF PRESIDENTS who participated in Chevrolet’s “85 Club” 


con- 
ference this week were, left to right, E. R. Britton, Central Office; L. A. 
Covert, Jolley Chevrolet, Inc., Penn Yan, N. Y.; A. A. Schroeder, East Side 
Auto Co., Two Rivers, Wis.; E. L. Dickey, Watkins Motor Co., Inc., El Paso. 
Tex.; R. M. Tuck, Ferman Motor Car Co., Tampa, Fla., and W. Nunnenkamp. 
Fields Motor Car Co., Portland, Ore. 


200 Members at Meeting 
Of Richmond Dealer Assn. 
RICHMOND, Va.—(UTPS) — 
Nearly 200 members of the Rich- 
mond Automobile Assn. met Mon- 
day night at the Hotel Jefferson. 
After-dinner speakers and their 


“The iether of "Merchandising 
Used Cars Advantageously”; 
Charles G. McKimmie, of the Mc- 
Kimmie Motor Co., “Opportunity 
for Retail Salesmen,” 
Frasier, executive secretary, whi 
reported on activities of the asso- 
ciation. Waverly King, of Rich- 
mond Motors, was toastmaster 





of the Richmond Buick Co., 


and Julian | 


Poag Cites Trend 
To Broadening of 


Used Car Market 


DETROIT.—The pace at which 
the nation is progressing toward 
normal prosperity is significantly 
indicated by a 
two-way change 
in used-car buy- 
ing, according to 
E. J. Poag, assis- 
tant general sales 
manager of the 
Dodge division 
of Chrysler Corp. 

A decided 
broadening of 
automobile buy- 
ing by families 
in the lower in- 
come brackets is 
reported by Poag, while another 
change which he considers sig- 
nificant at this time is the in- 
creasing frequency with which 
dealers in all sections of the coun- 
try report sales of used cars in 
the higher price ranges. 

Poag declared that “the good 
side of the present used-car story 
is that because of cond'tions 
which are now receding into the 
past the used-car market provides 
especially attractive stocks of 
higher-priced used cars that in- 
clude splendid bargains in late 
models and attractive prices. 

“The effect of fuller utilization 
of this opportunity by the public 
is seen in a marked lowering of 
the income level at which many 
motorists now purchase larger, 
relatively newer, fully equipped 
used automobiles.” 


Nine Firms Hit 
By Ohio Drive 


YOUNGSTOWN, O.— The 
state’s drive to rid Ohio of non- 
licensed automobile dealers has 
struck nine finance and wrecking 
firms in the Youngstown district, 
it is revealed by Peter Polas, mo- 
tor vehicle inspector. 

Officials of all firms have 
pleaded not guilty before a jus- 
tice of the peace and hearings 
have been set for early in De- 
cember. 

Polas said that, under the state 
law, finance companies cannot 
obtain a dealer’s license because 
they are not regularly engaged in 
retail automobile sales. One of the 
financing concerns, he said, had 
sold 101 automobiles in six months 
without a license. 


Fitting Offered to Speed 
Heavy Lubrication Work 

CHICAGO. —A new, free-flow 
giant Alemite button head fitting, 
designed to speed-up the lubrica- 
tion of heavy machinery, has been 
announced by the Stewart-Warner 
Corp. 

Bearings requiring large amounts 
of lubricant, such as those on 
tractor track rolls, can be lubri- 
cated in less time than with older 
types of fittings, and with less 
chance of damage to grease gun 
equipment through overloading, 
the manufacturer states. 








E. J. Poag 








Ree ha ee 
— DEALERS — 


The most “discussed 

book in the industry to- 
day, written by an ex- 
pert who knows all the 

" dealer angles, sells for 
25c.” 







Buy a copy—read it and if you 
are a responsible dealer we will 
five you the plan for selling the 
book at a profit and securing 
eads for used car sales 


Bury & Holman, Inc. 


1415 No. Broad St., Philadelphia, Pa. 
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den patent was valid, it 
aa ae rena, which cleared 
ford and the other balkers of the 
charge of infringement. But what 
q battle of manufacturing inter- 
ests preceded this decision. For 
eight years it was give and take. 
ALAM got after Ford in the 





aie and even threatened to sue 
purchasers of Ford cars. But 
Henry offered to give bonds in 


such an event. Incidentally, he 
had appointed John Wanamaker 
his first retail outlet—a depart- 
ment store—and Wanamaker, too, 
was involved in the litigation. 
Ford defending that, too. 

I remember those days also be- 
cause an old friend from the 
bicycle days, W. D. Gash selling 
Orient bicycles in Chicago, was 
manager of Wanamaker’s auto- 
mobile department. Today he is 
selling Ford cars in Philadelphia. 

* 


* * 


WITH THE industry thus split 
into two groups, up jumped the 
independents with the American 
Motor Car Manufacturers Assn. to 
run in opposition to the ALAM. 
Jim Couzens, of Ford, was chair- 
man of the committee of manage- 
ment, with Roger B. McMullen, of 
Chicago, a parts manufacturer, as 
manager for the first year. And, 
of course, there had to be two 
New York shows, one for the 
licensed people and the other for 
the independents, which brought 
about the appointment of Alfred 
Reeves as manager of the inde- 
pendent association, a job he held 
for four years. When peace was 
declared in 1911 following the 
Selden decision, all the inde- 
pendents, with the exception of 
Ford, joined the ALAM. Reeves 
went in as manager of what be- 
came the National Automobile | 
Chamber of Commerce. 

ok we cd 


| 

IT WAS during the NACC days, | 
January, 1915, in fact, that the 
cross licensing patent pool, which 
now is being discussed in Wash- 

ington in a friendly and admiring } 

way, came into being, largely | 

through the work of C. C. Hanch, 

who no longer is active in the 


automobile industry, but who 
then was with Studebaker. And 
now we know the NACC as the 


Automobile Manufacturers Assn. 
and this same man, Al Reeves, is 
directing it. 

ok a & 


WE PAUL PRYS of Detroit 
functioned as guests of the Chrys- 
ler Sales Corp., as represented by 
Dave Wallace, Joe Frazer and C. 
L. Jacobson, with Eddie Batch- 
elder as aide de camp, at the main 
event of the week in the motor 
capital. And we did a good job. 

We lunched at the Detroit 
Athletic club when it came out 
that we had been brought to- 
gether for the purpose of taking 
a lesson in engineering, the topic 
being Chrysler’s new fluid drive, 
just introduced on the Chrysler 
Custom Imperial. We did not have 
to listen to any talk on the sub- 
Ject—we were to find out for our- 
selves, by riding in the fluid-drive 
Chrysler, what made the wheels 
£0 round. In other words, take a 
demonstration up around Belle 
Isle Park, and drive yourself. This 
column writer therefore was in- 
Capacitated as a driving critic, be- 
ing just a back-seat driver in his 
old age, so he turned the job of 
analyzing the reaction over to our 
own Bill Callahan (Two-Car Cal) 
and I am now going to have him 
8host-write for me. So here’s how 
in his own words, he reacted after 
tooling the job through heavy 
traffic: 

* 


“TO ATTEMPT to describe the 
fluid drive in mere words is just 
about as futile as trying to 
describe the taste of an oyster to 
a middle-westerner. Only by driv- 
Ing the car yourself, can you 
really obtain a first-hand picture 
or a real understanding of the 
difference between the fluid drive 
and the conventional drive. On 
the other hand, while the dif- 
ference is quite wide, the method 
of operation is much the same as 
a conventional drive; in fact 


$$ re-enter 


so 


Sparks 


(Continued from Page 1) 





y Chris 
c Sinsabaugh 


much so that there is nothing new 
to learn. 

_ “Since there is no metal contact 
in the drive or no friction sur- 
faces touching each other, natural- 
ly there is a smoothness in get- 
away and a smoothness when the 
engine is accelerated quickly, | 
which is diffiicult to describe. 

* * * 


“THE PRINCIPLE of the drive, 
of course, has been described in 
Automotive News and is similar to 
two electric fans with the blades 
facing each other. When the cur- 
rent is turned on the commotion 
caused in the air between the two 
fans will cause the one fan to ro- 
tate in the same direction as the 
other. In the fluid drive, the vanes 
of the driven motor are spaced 
about a %-inch away from the 
vanes in the driving rotor, with a 
very light oil used to transfer the 
torque of one to the other. By 
spinning the rotor attached to the | 
crankshaft of the engine at higher | 





speed, this light oil is thrown 
against the vane in the driven ro- 
tor, causing it to rotate in the) 
same direction as the engine. 

“At the present time, the con-| 


ventional gear train is used with 


shifts from first, second and third 
as in the conventional drive 
merely to improve acceleration in 
the lower speed. However, in or- 


| dinary traffic this is not necessary. 


The gearshift may be placed in 
the high speed position and as the 
engine is accelerated the car will 


| increase its speed until the normal 


driving range is attained. At 50 
miles an hour, it is estimated that 
the slippage between the engine 
and the rear wheels through the 
liquid drive is not more than 1 
percent. This, accerding to engi- 
neers, is not much greater than 
the normal slippage in the con- 
ventional type clutch. 

* * * 


“ON THE demonstration it was | 


noted by those in the car that, 
while the normal flow of traffic 
was perhaps a little faster as other 
cars were accelerated in low gear, 
second gear and then into high 
that before the complete set of 


gear changes had been made, the | 


normal flow of traffic. In emer- 
gency stops it is possible to clamp 
on the brakes, bringing the car to 


}almost a dead standstill without 


de-clutching and at the same time 
without stalling the engine. 

“It must be remembered, also, 
that in this demonstration a 4,500- 
pound Chrysler Imperial custom 
job, with seven passengers on 
board, was used.” 

* * 4 

FORD HAS undertaken an ad- 
vertising campaign to make better 
'drivers out of the boys and girls 
of America. Ford figures that 
yearly close to 2,000,000 drivers 
come from the ranks of the youth 
of America and is getting at the 
jroots of things by using the 
American Boy, a national maga- 
|zine carrying a Detroit dateline, 
|for this educational purpose. The 
first of the series appears in the 
December issue. 

Reading the copy, one appreci- 
ates that Ford has no axe to grind 
(outside of the laudable purpose 
| of driving it home to the boys and 
girls and also the parents the 
necessity of careful driving. Sta- 
tistics show, the ad says, that the 
boys and girls of high school age 





fluid-drive Chrysler, starting 
high gear was right up to the 





in | 


have twice as many accidents as 
persons twice their age, so Ford 





says “the expert driver guards his 
speed. He doesn’t press the ac- 
celerator just to show off—for he 
knows nobody respects a driver of 
that kind. He doesn’t drive too 
close to the car ahead. He keeps 
an eye on signs and lights. He 
takes nothing for granted with 
reference to the other driver. . 
And he watches all crossroads, 
wary of suddenly-emerging cars 
or wagons.” 
* + * 


SOMETHING new in dining out 
came to the conductor’s attention 
the other night at a Detroit ban- 
quet (not automotive), in the 
form of a Dutch-treat cocktail 
hour which preceded the eating. 

* * * 


PICKETS are parading the 
streets of Flint, Mich., carrying 
sandwich boards reading “Mike 
Gorman Unfair to the Paul Prys.” 
Cause: this Gorman has demoted 
Ralph Curry, automobile editor of 
the Flint Journal and made him 
city editor of the sheet of which 
said Gorman is the editor. Which 
is hard to understand after the 
iob said Curry has done for him 
the past several years writing the 
best automobile stuff the Flint 
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ADVANCING the VALUE 


of the UNISTEEL BODY by FISHER: 


A 


tive year, th 


the new Body by Fisher as a guide 
to what’s what in the advancement 


of motoring luxu 


Quite naturally 
craftsmen face to 
obligation. They 


enough alone 


They must be con- 


stantly improving. 


continually fin 


ing new ways 


add new security, 
comforts and con- 


veniences to the 


Unisteel Body 
Fisher. 


Just consider how 
faith fully they have 
followed this credo 


for 1939. 


They have restyled 


the dawn of each new automo- 


ousands look first to 





ry and safety. 


. this puts Fisher 
face with an annual 
can never “let well 


* 
. 


d- 


to 





by 





A SURE SIGN to car buyers of 
more safety, comfort and style 
for their money —the famed 
Body by Fisher emblem marks 
an even greater value in 1939, 
stamps all of the new General 
Motors cars as having every ad- 
vantage,both familiar and new, 
that the world’s most famous 
body craftsmen have contrived. 


the Unisteel Body 


by Fisher from « 


‘owl to tail-light with a new 


streamlined beauty that is now completely 


graceful, witho 
have enhanced t 
security of its 


struction with n 


supports and numerous other 


refinements: ma 


No Draft \ entila 


ON GENERAL MOTORS CARS ONLY 


ut one jarring note. They 
he famed solid 
Unisteel con- 
more solid door 
famous 


de its 


tion even more 


CHEVROLET * 


pee 


i STEEL COWL 
ano DASH 


OUTER ano INNER 
STEEL DOOR PANELS 
WELDED TOGETHER 


FL TU 


PONTIAC * 





“The Smart Buy of ’39”’ 
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STEEL FLOOR 
WELDED INTEGRAL 
WITH BODY 








ae — TWO STEEL PANELS cogs 
TURRET TOP CROSS-BOWS WELDED 10 FORM ROOF RAILS 


STEEL ROCKER J 
PANELS  (y STEEL CROSS 
MEMBERS ff 








STEEL BODY 





“WITH STEEL 











STEEL REAR 
END BRACING 





easily controllable, and added to safety by 


increasing its range of visibility. 


In fact, throughout — from seamless Turret 
Top, through sound-, heat-, and cold-proofed 
insulated steel panels to solid steel floor — 


you'll find abundant new comforts, luxuries 
and greater safety.in the new 1939 Unisteel 


Body by Fisher. 


So there’s more reason 


now than ever to 


“pick the car with Body by Fisher.” It adds 


a new value to all General Motors cars—the 
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only cars that have Unisteel 


Turret Top Body by Fisher. 
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New Ford Contract Insures Security for Dealers 


Cross-Selling, Price Cutting 
To be Penalized by Fines 


(Continued from Page 1) 





Bantam Resumes 


Full Output Speed 
After Die Changes 


BUTLER, Pa.—Bantam produc- 
tion lines go back to full time pace 
Dec. 12, after three weeks slack- 
ened production necessitated by 
die changes. 


Although Bantam started build- 
ing 1939 cars in August, cars built 
after Dec. 12 will incorporate a 
number of improvements includ- 
ing full force feed lubrication. 
Bantam formerly used combina- 
tion force and splash oiling. Valve 
openings have been changed from 
30 to 45 degrees which Bantam 
engineers say gives increased 
economy. 


All passenger cars will have 
hood latches that lock from in- 
side the car, thus preventing theft 
or tampering with gasoline, oil, 
battery or water, since all Bantam 








NEW CATWALK GRILLES on the Hudson 112 Deluxe feature flashing 
chromium. This new grille has been added since announcement. 





service is under the hood. ings, improved ignition, and 

Other mechanical changes in-|weatherproofed body insulation 
clude a new type rear main bear- | designed to give equal protection 
ing, rubber insulated body mount- | against heat or cold. 


“Get Out and Get Under” 


HE days of “get out and get under” 
are gone—done away with by the 
ceaseless effort of the automotive in- 
dustry to build better cars, longer lived 
cars, cars which get where they’re going 
with a modicum of care and attention. 


And in that year-by-year betterment in 
automobiles, we’re proud that we have 
played our part. For to make cars bet- 
ter, to make them longer lived and 
trouble-proof, the industry has con- 
stantly made new demands on us. 


Quicker and still quicker service, 
new formulas for metals and 


alloys, castings for dies capa- 
ble of smoother, deeper 


DETROIT GRAY IRON 


FOOT OF IROW &T. 


drawings and longer runs — these are 
the things our customers have asked, 
and received, from us. 


Today our complete line includes six 
regular and alloyed gray irons, headed 
by LEKTROKAST, the finest electric fur- 
nace iron possible to produce. No mat- 
ter what your specific requirements may 
be, you will find one or more of these 
six irons exactly suited to your needs. 


Our sales and engineering representa- 
tives are at your service at any time. We 
would appreciate an opportunity for 
them to discuss your require- 

ments, when next you are 
in the market for castings. 















of intensive drive for percentage 
of price class. 

As a protective measure to 
stop one dealer invading another 
dealer’s territory, the new Ford 
agreement places a service charge 
penalty of $30 per car on all cars, 
sold in the towns or cities where 
there is but one dealer, on the 
dealer who sold the car or truck. 

To offset this penalty, and the 
demand that every Ford dealer 
shall at all times carry not only a 
car and a truck demonstrator in 
stock but also a vehicle stock of 
from eight to 12 percent of his 
normal years sales, Ford has writ- 
ten into this new contract several 
protective clauses which have 
that the dealer will always have 
ample notice of cancellation. 


Contracts may be cancelled by 
either party on written notice, 
but in the case of the dealer being 
cancelled by the factory for any 
cause other than death of the 
dealer or bankruptcy, the factory 
must give the dealer 60 days 
written notice; must take back 
all vehicles and parts and the 
contract can only be cancelled by 
a designated official of the com- 
pany listed as president, vice- 
president, secretary or assistant 
secretary. 


In case of downward change 
of car prices, Ford agrees to re- 
fund to dealers all differences in 
prices announced which are lower 
on all cars and trucks the dealer 
has in stock not over 60 days from 
date of purchase from the factory. 


In case of cancellation of con- 
tract by the factory, Ford agrees to 
repurchase all parts and acces- 
sories purchased from the com- 
pany within a 60 days period. 


The text of those paragraphs 
which contain these provisions 


noted above are given here in full: 
CHANGE IN PRICES: Prices of all Company 
products shall be subject to change from time to 
time; however, Company agrees that, in the event 
of a price reduction on current models of its 
Ford passenger automobiles, commercial automo- 
biles, or trucks, it will reimburse Dealer to the 
extent of the difference between the price at 
which such product was purchased and the re- 
duced price to Dealer on any new. unused and 
unsold unit of said products in Dealer’s stock 
purchased from Company during the period of 
sixty (60) days next preceding the change in 
price, as determined by date of Company's in- 
voice, provided that Dealer files written claim 
for refund within ten (10) days after announce- 
ment by Company of such price reduction. Such 
claim shall be supported by adequate proof and 
subject to Company audit. Dealer shal! not be 
entitled to any reimbursement under this para- 
graph (4) on account of any reduction in the 
amount of the Company's charoce for distribution 
and delivery, or on account of any reduction in 
the amount of taxes. 


DEALER’S STOCK: Dealer further agrees: 
To maintain a stock of passenger automobiles, 
commercial automobiles and trucks of current 
model equivalent to between eight and twelve 
per cent (8% and 12%) of Dealer’s retail de- 
liveries of such units during preceding twelve (12) 
months, varying between those percentages in 
different months in accordance with the estimated 
normal seasonal requirements of Dealer for the 
different months; to maintain a stock of genuine 
Ford parts and approved accessories of an assort- 
ment, reasonably comparable to the current de- 
mand, equivalent to at least one-sixth (1/6th) of 
the sales of parts and accessories by Dealer dur- 
ing the previous twelve (12) months, based on 
cost to Dealer. in case Dealer has not been 
operating under a Ford Sales Agreement during 
the twelve (12) months preceding the date of 
this agreement, Dealer agrees, until such time 
as Dealer has been operating under a Ford Sales 
Agreement for twelve (12) months, to maintain 
at all times a stock of new Ford passenger auto- 
mobiles, commercial automobiles and_ trucks 
eqrivalent to the estimated sales during the next 
thirty (30) days and of parts and accessories 
equivalent to the estimated requirements for sale 
and service during the next sixty (60) days. The 
requirement that Dealer maintain adequate stocks 
shall be dependent on Company’s ability to 
supply the same. 
DEMONSTRATORS: To have available at all 
times in good running order and presentable 
condition for demonstration purposes, an adequate 
number of new Ford units of current model (but 
at no time less than one passenger automobile 
and one commercial automobile or truck). 
TRADE PRACTICES: Dealer further agrees: 
To avoid in every way such trade practices in 
connection with Dealer’s competition with other 
Ford Dealers and in selling Company products 
to the public as are injurious to Company's good 
name and good will or are detrimental to public 
interest. 
RETAIL PRICES: Insofar as it is tawful for 
Dealer so to agree, not to resell Company prod- 
ucts bearing Company’s trade mark or trade 
name at less than retail prices established for 
Dealer's city or town from time to time by 
Company, except In cases where such goods have 
been damaged, or have become obsolete. or are 
about to become obsolete because of change in 
models, or in the case of sales to Company or 
its nominees, or to other authorized Ford Dealers, 
or Associate Ford Dealers, and except when a dis- 
count is warranted by quantity purchases unless 
such a discount is in violation of flaw. Dealer 
agrees, If requested by Company, to display 
prominently in Dealer’s showroom a chart showing 
current minimum retail prices as established by 
Company for Dealer's city or town. 
SERVICE COMMISSION: That as convenient 
Authorized Ford Service must be made available 
to users of Ford passenger automobiles, commer- 
clal automobiles and trucks and as a means to 
that end. in case Dealer sells a new passenger 
automobile, commercial automobile or truck to a 
buyer residing in another city or town where 
an authorized direct Ford Dealer is located or 
operates ¢ Netghboritoud Service Station under @ 


Supplementary Sales Agreement with Company, 
or to a buyer residing in another incorporated 
municipality in which there is no such Ford 
Dealer or Neighborhood Service Station, but 
which municipality is contiguous to a city or 
town In which an authorized direct Ford Dealer 
is located, Dealer shall pay a service commission 
of Thirty Dollars ($30.00) to the dealer in the 
town where purchaser resides within five (5) 
days after the unit is delivered to buyer with 
the understanding that such other dealer agrees 
to render to such purchaser the service which a 
new car purchaser ordinarily receives from the 
delivering dealer. In case purchaser is a resident 
of a multiple dealer metropolitan area, as de- 
fined below, and Dealer’s place of business Is 
not in that area, Dealer shall pay such service 
commission to the authorized direct Ford Dealer 
located nearest to place of residence of purchaser. 
The requirement of this subparagraph (c) that 
Dealer pay a service commission shall not apply, 
if Deater is located in a multiple dealer metro- 
politan area (meaning thereby a city and such 
surrounding territory as Cempany in its absolute 
disoretion may from time to time include within 
the metropolitan area of that city) and sells to 
a purchaser residing anywhere within such metro- 
politan area, to sales to owners of fleets of five 
(5) or more automobiles and/or trucks, or to 
sales to purchasers temporarily residing for more 
than thirty (30) days at the place where Dealer 
is located. Company will act as umpire between 
dealers in connection with these service com- 
missions, but does not guarantee payment of any 
such service commissions. 


GENUINE FORD PARTS: That in view of the 
fact Company has in its advertising consistently 
urged the ultimate users of Company products to 
patronize its authorized dealers as being proper 
sources from which to procure genuine Ford, 
Mercury, Lincoln or Lincoin-Zephyr parts, Dealer 
will not, in any place of business upon which 
Dealer displays Company's trade mark or trade 
name, or any sign or indication that such place 
of business is that of an authorized Ford Dealer, 
or an authorized Ford Service Station, sell any 
replacement parts for Company products except 
such genuine parts, nor shall Dealer recommend 


or allow to be recommended in such place of 
business, nor use in servicing Company products 
for owners thereof any but genuine Ford, Mer- 


cury, Lincoln or Lincoln-Zephyr 
cases where Company Is unable to supply same 
or owner has specifically requested Dealer to use 
some other part. 


CUSTOMERS’ DEPOSITS: That Dealer will ac- 
cept down payment of cash or used automobiles 
in anticipation of future deliveries of passenger 
automobiles, commercial automobiles, or trucks 
only in trust, and to keep all such cash in a 
separate earmarked fund not commingled with 
Dealer’s own funds, and to hold title to such 
used automobile only in trust until the trans- 
action for the new passenger automobile, com- 
mercial automobile, or truck is consummated 
and not to place any lien thereon, or to sell the 
same without at the time placing the amount 
of the trade-in allowance of such used automo- 
bile in such earmarked trust fund in lieu of said 
used automobile in trust. Inasmuch as failure to 
apply monies and properties paid or transferred 
to an authorized Ford Dealer in anticipation of 
future deliveries to the purpose for which the 
payment or transfer is made is likely to injure 
the good name and good will of Company. Dealer 
agrees to enter into an agreement with such 
prospective customers at the time such payment 
or transfer of title of property is made binding 
Dealer to hold such monies or property in trust 
as provided above. 


TERMINATION: This agreement may be termi- 
nated at any time at the will of either party 
by written notice to the other party given either 
by registered mail or by personal delivery and 
such termination shall operate to cancel all orders 
for Company products theretofore received by 
Company and not delivered. It is, however, agreed 
in_ connection with such right of termination: 
NOTICE OF INTENTION: That in case of ter- 
mination by Company, notice of intention to so 
terminate shall be given to Dealer sixty (60) 
days prior to actual termination date by either 
of the methods of termination mentioned above, 
except that no prior notice need be given in 
cate of dealth, insolvency or bankruptcy of 
Dealer, or of appointment by a court of a re- 
ceiver, trustee or custodian for Dealer or Dealer's 
business, or of an assignment by Dealer for 
benefit of creditors, or of an assignment or at- 
tempted assignment of interest by Dealer, or in 
event Dealer is a partnership, of disagreement 
between partners, or in event Dealer is a cor- 
poration, of litigation or proceedings preventing 
corporation from electing in due course its Board 
of Directors, appointing its officers, or preventing 
its Board of Directors or officers from acting or 
— functioning in an ordinary course of 
usiness. 


REPURCHASE OF AUTOMOBILES: That, in 
event of termination of this aoreement by Com- 
pany, Company shall repurchase immediately 
from Dealer, and Dealer shall sell to Company, 
all new unused passenger automobiles, commer- 
cial automobiles and trucks of current mo“el in 
Dealer’s possession at time of such termination 
which were purchased from Company after the 
thirtieth day prior to giving notice of intention 
to terminate this agreement, as determined by 
date of Company's invoice. at price paid Com- 
pany by Dealer (unless there has been a price 
reduction and then at current price to Dealer) 
less cost of transportation of the units from 
Dealer’s place of business to Company’s branch 
under which Dealer operates. and provided such 
units are in first class saleable condition. In 
event of termination of this agreement by either 
Dealer or Company, Company shali have the right 
and option at its election to repurchase any new 
and unused passenger automobiles, commercial 
automobiles or trucks in Dealer’s possession at 
time of termination on like terms. 


REPURCHASE OF PARTS AND ACCESSORIES: 
That, in event of termination of this agreement 
by Company, Company shall repurchase im- 
mediately from Dealer and Dealer agrees to sell 
to Company all new and undamaged genuine 
Ford, Mercury, Lincoln and Lincoln-Zephyr = 
and approved accessories purchased from Com- 
pany by Dealer after the sixtieth day prior to 
date of giving notice of Intention to terminate 
this agreement at the prices paid for such parts 
by Dealer less ten per cent (10%) and less 
transportation charges thereon from Dealer’s place 
of business to Company’s branch under which 
Dealer operates provided such parts and access- 
ories are in first class saleable condition. Dealer 
aiso agrees to carefully pack and box at Dealer's 
own expense and ship to Company all parts and 
accessories which Company reparonanes under the 
terms of this subparagraph (f). In case Dealer 
fails to so box and ship such goods, Company 
may do so and deduct the expenses thereof from 
the repurchase price. In event of termination of 
this agreement by either Dealer or Company, 
Company may at its option examine the stock 
of Dealer and select any such genuine parts and 
approved accessories that Dealer may have at 
the time of termination and Company shall have 
the right and option to repurchase on like terms 
such genuine parts and approved accessories, 
whether or not damaged as the Company in its 
absolute discretion may elect. 


COMPANY'S AGENTS: That Dealer acknowledges 
notice no one except the President. Vice-Presi- 
dent. Secretary, or Assistant Secretary of Com- 
pany is authorized to execute this agreement on 
behalf of Company or in any manner to en- 
large, vy or modify its terms or to terminate 
it, and they only by an instrument In writing. 
This agreement shall not bind Company until 

bs signed by one of tte officers named above. 
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Week’s Production Surges to Another New Peak 
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Passenger Car Registrations in a ae Gait AN’s P roduction Estimate 
10 Months, Plus 7 States for November, 1938, 1937 t nits U.S. and Canada 
— ‘ , , D ‘t , St Weeks Ended Dec. 10, Dec. 3 
( ct. 1938 1937‘ Unit 1 es Jan.1 = Jan.1 
States) Pos. 1938 Pos. 1937 Pos. Loss ee - oppag aoe Same Week Dec. Ben tt to * 
.. 22,913 2 365,1 Ending Week Ended to c. Dec. 
Chevrolet a | 90 | 1] 668,422 | 2 | 303,232 By 1 Pete Wemhoff Dee.1¢. 1937" Dee 3* Date*  1927° 1938" 
Ford... 999 | 4 | 299,648 | 2 | 720,221 | 1 | 420,573 : GEN. MOTORS ....40,400 31,921 42,232 57,290 1,817,954 998,472 
Plymouth ........ 29,897 | 1] 222,114] 3] 415,546 | 3 | 193,432) DETROIT.—Continuing its|GEC, Oe "**"95'050 20.000 25135 35104 1.107.865 655,937 
Buick ....... ..... 18,155 | 3 | 130,461 | 4] 173,236] 6 42,775| gradual upsurge, despite sporadic] {Chevrolet ...... ’ , 5, , aa , 
, , ; Ree ocas ones 4,615 5,249 6,043 7,031 222,672 153,913 
OD in0...00080 3,578 8 77,815 5 231,150 4 153,335| strikes, car and truck production Pontiac 4.550 2996 4887 6504 237,045 85.967 
Pontiac ............ 6,064 | 5 | 73,635 | 6 | 190,762 | 5 | 117,127 ' is estimated at Oldamebiie seeeeee 5610 2976 Ses] 7628 207842 179317 
Oldsmobile ...... 3,159 | 9 67,889 | 7 | 169,117] 7 | 101,228] AN’s Production 104,460 units pe pe = lll 1195 900 «1100 sLe 43330 93.338 
Packard ............ 4,613 | 7 | 40,667 | 8 | 85,244) 8 | 44,577 Estimate this week, com-|ForD ........ "<5 22°950 22,500 19,905 30,926 1,100,010 557,094 
Chrysler ......... 1,769 | 11 35,730 | 9 79,929 | 10 44,199] s95 4 pared with| +Fora .......... 20,115 22,000 17,445 27,315 1,069,750 527,156 
Studebaker ..... 5,405] 6 | 32,562] 10] 62,733 | 13 30,171) 105 This units : 
2.509 | 10 31,859 | 11 81.2 349 101,752 Lin.-Zephyr ..... 625 500 565 851 30,260 17,873 
Hudson ...........-. 1’s88 | 14 o7441 208 | 9 49,3491 199,000—| fm |Week last week and| Mercury ........ 2,010 ..... 1,895 2,760 ...... 12,065 
De _ pennies 1600 | 13] 26383 | is eeana i: ayant thst 87,573 vehicles| CHRYSLER ....... 24,595 18,950 22,235 33,689 1,105,340 493,572 
vas LaSalle . / 1.739 12 | 19.438 14 35,709 15 16.271 95,000— Week in the corre- +Plymouth oeeeee 15,150 8,000 13,600 20,790 559,600 293,153 
Lincoln... 816 | 16 | 13,751 | 15 | 21,938 | 16 | —_ 8,187 sponding period} {Dodge ......... 4 BB: BB 
Willys... 1,189 | 15 | 11,139 | 16 | 47,169 | 14 | 36,030] 9,000— of 1937. og i270 2000 1258 ivi2 «sage. sens 
Graham ............. 188 | 17 | 3,443 | 17 | 125682 | 17 9239 The week’s|snypson |... _._. 1,400 1,120 2,050 2,220 106,492 50,723 
Miscellaneous... 142 | | 2,142 | 2,780 638] SHeeS eee ote |PACKARD ........ 1,750 1,950 1,740 2,446 110,053 50,493 
< aan nae ee ves eee ~|¢STUDEBAKER ... 1,520 1,100 1,504 2,122 89, 
TOTAL ........ 119,053 1,481,433 3,127,265 1,645,832| 8° put thus far to NASH eka skh 1,710 1,136 1,892 2,458 $2,813 31.850 
15,000— fodie, noes ¢WILLYS ......... 1,100 900 1,065 1,526 76,709 13,597 
“ re ane .2]GRAHAM ........ 225 496 220 313 15,652 3,552 
Nov. Car Sales Show 50% Rise 20, final total in *BANTAM ....... ie Sauns — i ee 3,060 
: ae ener rop | HUPMOBILE ..... ae 49 79 1,351 564 
Over October Figures 65,000— hood of 400,000|+MISCELLANEOUS 8,900 7,500 8,800 12,420 367/532 371,712 
DETROIT.—The upward trend in new passenger car registrations| 60,000— December! srorTaL........ 104,460 87,573 101,752 145,573 4,872,971 2,621,116 


which would) «Revised Includes trucks. 
— Seen 

r’s_ estimated | Buick lost slightly over one day 
399,434 unitS/this week because of body short- 
and compare|age, thereby cutting the General 


in the United States, begun in October, is gathering force, R. L. Polk & 
Co. reported this week on the basis of preliminary tabulations on] 55, 
November new car sales in principal cities. 

Reports from metropolitan centers, covering the first 21 days of| 50,000— 
November, show registrations 54.03 percent greater than correspond- 














Used Car Index 


i i  onny See lightl The average used car prices, 
ing figures for October. All sections of the country, the Polk reports| 45,000— we a _| Motors group total down slightly 
is, cared in the healthy upswing of new passenger car buying. ee ae to 40,400 cars and trucks, con- — — oa weekly Used 
This upward surge is expected to bring November registrations to| 40,000— eae * | trasted with 42,232 units a week a ‘ : ing rices chart, shows 
a mark very near the 196,469 registrations in November of last year. With 1938's) ago and 31,921 a year ago. e following: 
Leading the climb to higher registration levels are the West South} 30,000— total - to- date] With advances noted on both 


: ndi : ir tion|Ford and Mercurys, the Ford 
Central states, with an indicated increase of 72.15 percent over cor produc urys, the Ford|! Jan. 29................. 
responding 21-day registration figures in October. placed at. group total for the week is placed || Feh, Average 
Next in line are the East South Central states, up 69.53 percent; the ; 621,116 units,|by Automotive News at 22,750|] waar Average 
East North Central, up 62.42 percent, and the South Atlantic states,|compared with 4,872,971 for the/units, compared with 19,905 a|| apr Average 
up 61.53 percent. same period ot a 4 = were ee ae ee — oe a ce 380. || May Average .......... 
Other sections showed percentage gains for the first 21 days of the|Pears unlikely a 1S Led by sts a ymouth and || June Average ...... 
past month as follows: New England, 56.20; Middle Atlantic, 54.27;| total output will hit the Sa Dodge, the Chrysler divisions || July Average. 
Mountain, 50; Pacific, 37.08, and West North Central, 26.88. mark, although the fina ula- | turned out 24,595 units this week 
Pex . < * * * tion is expected to be very close.|as against 22,235 a week ago and 








; . Sept. Average ............ 
DETROIT.—Registration of new cars in the United States during] A total of 5,016,565 units were as-| 18,950 last year. Oct. Average 492 

October totaled £19,053 units, final tabulation of reports from all|Sembled in the 12 months of 1937.| Independent producers held|] Noy. 5 — ee 487 = 

states reveal. Truck registration during the month totaled 19,589 units. Losses at Buick this week, due|production schedules firm this|| Noy, 12... 480 407 


In October 1937, 202,898 cars and 40,246 trucks were registered. to the Fisher Body strike, were|week, while the miscellaneous 
Reports from seven states for November give 18,235 new car reg- offset by considerable gains made | group, which includes trucks, ac- 
istrations, against 19,603 for the same states and period last year. by Ford and Chrysler divisions. counted for 8,900 units. 


Plant Activity: New Commercial Car Registrations by Months, 1938-1937 
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New Passenger Car Registrations, All States for Oct., 1938-1937 


Figures in this table are supplied by R. L. Polk & Co., New Jersey Motor List Co., and Sherlock & Arnold 
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U.S. Census Shows Rise in Car Empl 


®  ———_  — 


Motor, Parts Plants Share 


In 1937 Increase Over °35 


special to Automotive News 
WASHINGTON. — Preliminary 


cent over 1935, when 3,923,052 
units were produced. The 1937 


statistics compiled from returns | gain over 1933 was 156.1 percent; 
of the recent biennial census of|in 1933 production was 1,848,013 


manufacturers, just made avail- 
able by the U. S. department of 
commerce, reveal that employ- 
ment and production in the mo- 
tor vehicle industries showed con- 
siderable increases in 1937 over 
1935. 

According to these figures, the 
combined number of wage earners 
employed in the “motor vehicles” 
and “motor vehicle bodies and 
motor vehicle parts’ industries in 
1937 was 479,158, which is an in- 
crease of 23.6 percent over the 
387,801 wage earners reported in 
1935. 

During 1937, wages paid totaled 
$755,887,379, an increase of 38.6 
percent over the total of $545,- 
414,168 paid in wages in 1935. 

Production of complete motor 
vehicles and chassis in 1937 was 
set at 4,732,426, a gain of 20.6 per- 





cars and chassis. 

As defined by the census bureau, 
the “motor vehicles” industry 
covers all manufacturing estab- 
lishments whose principal prod- 
ucts are motor-propelled vehicles, 
except motorcycles, for use on 
highways. Establishments manu- 
facturing motor-propelled fire ap- 
paratus, street sweeper, and the 
like, are classified in this industry 
if such vehicles constitute the ma- 
jor part of the production. 

“Motor vehicle bodies and mo- 
tor vehicle parts” covers estab- 
lishments engaged primarily in 
the manufacture, for sale as such 
or for interplant transfer, of mo- 
tor vehicle bodies, tops, gears, 
rims, frames, wheels, radiators, 
windshields, axles, bumpers, shock 
absorbers, various other parts and 
assemblies and trailers. Manufac- 





ture of certain other parts and as- 
semblies, such as engines, tires, 
springs, ignition apparatus, bat- 
teries, starting and lighting sys- 
tems, and stamped sheet metal 
parts for motor vehicles, such as 
fenders and hoods, is not, 
ever, included in this industry. 

In the “motor vehicle bodies 
and motor vehicle parts’ industry 
in 1937, there were 284,631 wage 
earners paid $439,746,029, which 
compares with 240,757 employes 
in 1935 paid $328,374,734. 


Texas Guest Statute 
Held Constitutional 


AUSTIN, Tex.—The 1931 guest 
statute relieving automobile own- 
ers of liability for free passengers 
in the absence of gross negligence 
was held constitutional by the 
Texas supreme court, Nov. 30. 

The high tribunal’s decision was 
in the suit of Mrs. Alecia B. 
Paschall and children against 
Grover S. Campbell and the Gulf, 
Colorado & Santa Fe railroad for 
damages for the death of her hus- 
band, who was killed when the 
car in which he was riding with 
Campbell crashed into a tier. 


Uninspired Salesmanship Prime Need 
For Reeovery in 1939, Cameron Says 


Entitled ‘“Uninspired Sales- 
manship”, the following ad- 
dress was given by William J. 
Cameron, of the Ford Motor 
Co., on the regular Ford Sun- 
day Evening Hour broadcast 
over CBS last Sunday: 


“INHE thing that spawns war 

and anti-semitism and other 
disorders among us, is idleness. 
If we were all busily at work 
it would sublimate the energy 
wasted on these baser things. 


“For that cause on recent 
Sunday evenings we _ have 
urged some principles that will 
help all of us become self- 
starters. We have asked the 
public not to wait for business; 
we have asked business not to 
wait for the public. We have 
urged that all move together, 
lest our idleness breed greater 
evils. 

“Tonight we sketch the place 
the salesman has in this pic- 
ture, because the year 1939 is 
to be a salesman’s year if it is 
anyone’s. For the first time in 
the history of American busi- 
ness, the salesman moves up to 
the front line, to a position of 
importance he never occupied 
before. He is not only to revive 
those who still are morbidly 
depressed by the last few years, 
he is to go further and bring 
into the rich stream of Ameri- 
can life those who never yet 
have fully entered it. And what 
has he to begin with? 


“He has a nation with the 
widest market, the most money, 
the greatest eagerness to buy 
of any on earth, and yet a na- 
tion where the poorest selling 
job of all time has been done. 
Our people have been the 
greatest buyers in the world, 
therefore we think that we 
must be the greatest sellers in 
the world. The facts dispute 
that conclusion. 


“About 65 percent of the mo- 
tor cars sold today are bought 
by people who walk unsolicited 
into dealers’ places of business. 
In all lines supposedly depend- 
ent on salesmanship, about 70 
percent of sales are not strictly 
Sales at all, but purchases made 
on the initiative of the pur- 
chasers themselves. This initia- 
tive and enterprise of the 
People is a marvelous thing, 
and fully illustrates what we 
tried to show in our first talk 
that they are the most im- 
Portant component of the 
American business community. 

“That is not the whole story: 
70 percent of the goods that are 
sold by salesmen are sold by 





W. J. Cameron 


only 20 percent of the sales- 
men. There are some men and 
women whose business is al- 
ways better than most, in good 
times and bad. We have Ford 
dealers, for example, whose 
business in all sorts of times is 
always 25 percent or more 
above average. Their oppor- 
tunities are not exceptional in 
any respect; they are not even 
exceptional men—have no more 
brains than others. But they do 
work — not frantically and 
feverishly, but methodically 
and steadily—tive or six days 
a week, 50 weeks a year. They 
do not live on the golf course 
when business is good and rush 
back to town to grab the reins 
again when business goes bad 

-for by that time the reins are 
gone. One reason that 75 per- 
cent of general selling is done 
by 20 percent of those engaged 
in it is that only 20 percent of 
us are that kind of man. 

“So the salesman has at 
least these two things to begin 
with—a nation where a very 
bad selling job has been done, 
and where even that has been 
done by only 20 percent of 
those engaged in it. He has, 
moreover, the further fact that, 
in this nation with its great 
taste for buying, salesmen are 
being more and more welcomed 





as buying counselors. High- 
pressure salesmanship won a 
bad name for itself by not 


creating intelligent buyership. 
It was so eager to sell, it took 
no time to help its customer to 
buy. All of us have a warm 
memory of anyone who helped 
us to be wise purchasers; we 
look him up the next time. The 
salesman who comes in with a 
lot of orders dangling like 
scalps at his belt is not a good 
salesman no matter how many 
orders he gets, for you can 
scalp a man only once. 


“Making a customer is more 
important than making a sale. 
The constructive method may 
slow things up at first, but will 
build them higher and with 
more stability in the end. When 
we consider that most of the 
things we make and sell are 
used by others to make their 
living, we can afford to per- 
form this part of social service 
properly. 

“Uninspired salesmanship is 
needed for 1939—men and 
women who go to their job as 
a farmer goes to his plowing. 
He needs no preliminary “pep 
session” in the farm kitchen to 
“inspire” him for his work, he 
simply puts himself between 
the handles of his plow and 
plows—daily, doggedly, de- 
liberately plodding and plug- 
ging along, not wondering 
about the “upturn,” but turn- 
ing up the furrows. It’s not a 
question of enthusiasm, it’s a 
question of persistence based 
on knowledge that, if not now, 
then later, every investment of 
effort yields its return. 


“We do not say that if you do 
this you will get results; we 
say, those who do this are get- 
ting results. How else do you 
think the country has lived 
through these times? There are 
still 20 percent of us who are 
this sort of people. We ought 
to raise it to at least 50 percent 
in 1939. 

“It is more than a com- 
mercial question, it is a matter 
of national life. Do you know 
anything you could do that 
would be of more help to the 
country than what you are do- 
ing? Then, in heaven’s name, 
go and do it. Often Mr. Ford 
has said, ‘If I knew anything 
better to do for the country 
than build motor cars I would 
do it.’ 

“Everything 


everyone of us 


does now has a national sig- 
nificance. In a most real sense, 
it is for the country. Salesman- 
ship next year will be a dis- 
tinct national contribution. 


Realizing this we shall be bet- 


ter salesmen.” 
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THIS IS THE DISPLAY of the Commercial Solvents Corp., which has just 
completed a circuit of the automobile shows. Nor’way anti-freeze was fea- 


tured in the exhibit. 





Holler Announces Promotion 


Of 20 More to Sales Posts 


DETROIT.—Promotion of 20 
members of Chevrolet’s wholesale 
personnel was announced this 
week by W. E. Holler, general 
sales manager. 

F. A. Hoel, who has been with 
Chevrolet since 1926, serving in 
St. Louis, Baltimore, Norwood, 
Detroit and Wichita, leaves the 
zone managership at the latter 
city to become zone manager at 
Norwood, O., succeeding F. E. 
Zorniger, who is the new assistant 
regional manager of the Flint re- 
gion. 

R. O. Wissinger, zone manager 
at Birmingham, Ala., becomes 
zone manager at New York, suc- 
ceeding J. E. Simmons, who is 
now assistant regional manager 
there. L. H. Averill, Jacksonville 
zone manager, is promoted to the 
corresponding post at Syracuse. 


J. H. Early, who joined the 
company in 1933, and has served 
as representative, and as zone 
truck and body manager in the 
Houston zone, as special repre- 
sentative in central office, regional 
truck and body manager at Dal- 
las, and more recently as assis- 
tant truck manager at Detroit in 
charge of the eastern half, be- 
comes manager of the Charlotte 
sone. 


H. P. Sattler is promoted to 
Birmingham zone manager, leav- 
ing the post of regional truck 
manager in Atlanta where he has 
been for the past three years. 
Peter B. Scalise is promoted from 
assistant zone manager in charge 
of new cars at Jacksonville to 
manager of that zone. He has 
been in charge of new car opera- 
tions in Jacksonville for about 17 
months. 


C. A. Clark, assistant manager 
of the dealer accounting and busi- 
ness management department in 
central office since Aug. 16, 1936, 
becomes manager of the impor- 
tant St. Louis zone. E. J. Hogan, 
head of the dealer accounting 
and business management depart- 
ment in central office for the past 
three and a half years, becomes 
manager of the Fargo zone. 

John S. Ashley, city manager at 
Oakland for the past three and a 
half years, is promoted to zone 
manager at Portland, Ore. Cecil 
B. Smith, manager of the Fargo, 
N. D., zone since July, 1937, be- 
comes zone manager at Houston. 
He takes the post vacated by pro- 
motion of E. S. Graham to assis- 
tant regional manager of the 
Southwest region. Smith has been 
with Chevrolet since 1933, and 
served at Houston, Chicago, 
Janesville and Minneapolis before 
going to Fargo. 

G. H. Good is promoted from 
city manager at Kansas City to 
zone manager at Wichita, suc- 
ceeding F. A. Hoel, who takes the 
corresponding post at Norwood, 


E. P. Feely, who has been with 
Chevrolet since 1924, and who has 
been manager of the analyzation 


department for more than five 
years, has been advanced to man- 
ager of the newly-established ter- 
ritory security department. R. G. 
Schulte, organization manager of 
the quality dealer department, 
succeeds to Feely’s duties as 
market analysis manager. 


William J. Hanlon, for the past 
15 months a member of the busi- 
ness management department, be- 
comes manager of that depart- 
ment, succeeding E. J. Hogan, 
whose appointment as Fargo zone 
manager was announced recently. 
Hanlon has been with Chevrolet 
more than five years, serving in 
Flint, Norwood, O., Baltimore, 
New York, Boston and Detroit. 


H. Z. Wellinger has been named 
new head of the retail selling de- 
partment, with E. F. Hayes and 
T. E. Brents as first and second 
assistants respectively. 


In the field, three assistant used 
car managers have been advanced 
to city sales managers, two of 
them being transferred to new 
territories. They are Frank X. 
Miller, who moves up but remains 
in Kansas City; Thad Gordon, 
whose promotion takes him from 
Chicago to San Francisco, and L. 
E. Craig, who goes from Indian- 
apolis to the higher position in 
Cleveland. 
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WASTE DOWN 


NICKEL PRESSES SALVAGE UP 





Elimination of waste through 
salvage is a most important econ- 
omy factor in progressive automo- 
tive plants. Leading foundries 
and automotive producers find 
major economies in salvaging cast 
iron borings by pressing borings 
into briquettes of convenient size 
for remelting in the foundry cup- 
ola. Naturally, the cost of salvag- 
ing must be low to compete with 
current prices of scrap. Popular 
equipment for producing such 
briquettes at low cost is a 350-ton 
press made by the Milwaukee 
Foundry Equipment Company. To 
assure low maintenance cost and 
long, trouble-free life, the manu- 
facturer specifies Nickel alloy steel 
for all highly stressed parts. 
Among these parts are: die actuat- 
ing pistons, rams, die holder, an- 
vil, studs and bolts. Using high- 
grade Nickel alloys assures an ex- 
tremely high factor of safety and 
contrib- 
utes to long life 
and low upkeep. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 
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Most intensive adrive in com- 
oany’S history was put under way 
nis week by Plymouth (J. Stir- 
ing Getchell). 

Covering about 1,200 news- 
gapers, new ad series is expected 
i) use about 92 percent of all 
iaily newspaper circulation in the 
ountry, according to W. W. Ro- 
maine, adrector and sales promo- 
jon chief of Plymouth. 

Big space in black and white, 
sus wide use of newspapers 
tos, is included in the new cam- 
paign, which is outgrowth of huge 
uecess of similar drive for Plym- 
gith’s new Roadking model last 
spring. 


Talent 


Foremost screen stars, pro- 


fords Win First 
Five Positions In 
Argentine Race 


DEARBORN, Mich.—Ford V-8s 
captured the first five places in 
the 1938 renewal of the Argentine 
gand prize race South America’s 
road racing classic. 

The winning driver was Ricardo 
Risatti whose time for the rugged 
4565 mile route was 88 hours 59 
minutes, an average of 51.3 miles 
an hour. Risatti defeated 122 
rivals in the race, which was fol- 
lowed with intense interest 
throughout the Southern conti- 
nent. 

The race, run in 10 stages, led 
through 14 Argentine provinces 
and extended from the Atlantic 
seacoast to the Bolivian border 
and up into the Andes. The first 
stages were run through torren- 
tial rains, and later laps took the 
contestants over roads of the most 
difficult kind. So severe were road 
and weather conditions that only 
22 of the 123 starters were able to 
finish. Of the 22 finishers, 15 
were Ford V-8s. 


Star Role Taken 
By Bill Blees jr. 


_DETROIT.—A former Detroit 
voy who is making good on the 
stage will be seen by scores of 
friends, with whom he grew up 
and went to school, when he ap- 
pears at the Cass theatre here 
next week in “What a Life!” 

The boy, who was given an im- 
portant role, the second leading 
part, by George Abbott, producer 
of the show, only a few days after 
le was graduated from Dartmouth 
college last June, is William Blees, 
2-year-old son of W. A. Blees, 
general sales manager of Nash 
Motors. 

















300 Makers Participate 


In Power Engineering Show | 
NEW YORK.— Many exhibits | 


tlated to automotive production 
Were featured in the 13th National 
Xposition of Power & Mechanical 





ngineering, staged this week in| 
Grand Central Palace here. Near- | 


ly 300 manufacturers participated 
in the event, which opened Mon- 
ay and concludes Saturday. 


_ Displays ranged from a seven-| 
‘Yn coal stoker to delicate pre-| 


“sion instruments and many of 
ne exhibits featured machinery 
“esigned to reduce 
%sts in automobile factories. Road 


“onstruction, electric traffic con-| 


rol and safety devices were 
“Nong other displays at the show 
‘ving a direct relation to motor- 
ng. Many suppliers of equipment 
‘nd materials for automotive pro- 
“Uction also were among the ex- 
IDiting concerns. 
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th Dimension 


The News of Autemotive Advertising 





By Pete Wemhoffi 


ducers and writers will com- 
bine efforts in new series of air- 
shows for Gulf Oil Corp., start- 
ing Jan. 8 over CBS, and suc- 
ceeding John Nesbitt’s “Passing 
Parade.” 

All film personages will do- 
nate services in interest of Mo- 
tion Picture Relief Fund, fees 
customarily going to talent be- 
ing turned over to building rest 
home for needy in film industry. 


Change 


Beginning week of Feb. 13, 
1939, roto weekly magazine sec- 
tion of Christian Science Moni- 
tor will be published on Satur- 
days instead of Wednesdays. 

Last Wednesday issue of mag 
will be Feb. 8; initial Saturday 
edition to be Feb. 18. No change 
in deadline for ad copy. 


Birthday 
Adcraft Club of Detroit feted 


its 33rd anni last Friday (2) 
with party at Hotel Statler, De- 
troit. 


Principal speaker was Gene 
Buck, theatrical producer and 
now prez of American Society 
of Composers, Authors and Pub- 
lishers, who, although he left 
Detroit just prior to founding 
of Adcraft club, was dubbed an 
honorary “oldtimer” at the ban- 
quet. 


Henry T. Ewald, head of 
Campbell-Ewald Co. and found- 
er of club, pinned badges on 
“oldtimer” members of club. 
Toastmaster was Malcom Bin- 


gay, editorial director of De- 
troit Free Press. 
Drive 

New campaign of Goodyear’s 


suggestion committee (clearing 
house for employe ideas looking 
to better selling and distributing) 
revolves around posterizing of all 
Goodyear district offices with sug- 
gestive questions and answers 
pertinent to plan. 


Listed are 10 fields in which 
ideas may be developed and sub- 
mitted for possible cash awards 
(maximum $500), such as better 
customer service, improved sales, 
devices, etc. 





MARKING ITS 33rd BIRTHDAY, the Adcraft Club of Detroit at a banguet 
in Hotel Statler, Detroit, last week decorated 10-year members with a badge 


designating them as “old timers”. 


Henry T. 


Ewald, president of Campbell- 


Ewald agency and founder of the club, is shown presenting a badge to Gene 


Buck, right, famous playwright and guest speaker at the banquet. 


Chatter 


,and Bendix, 


fathered five-pound 
girl in New York, Nov. 28... 


Lenox R. Lohr, prez of NBC and| Ralph Curry, automobile editor, 
Harvey S. Firestone jr., spoke on | 


“Voice of Firestone” tenth anni 
program Monday night (5)... 
Walter A. Scanlon, formerly of 





named city editor of the Flint 
(Mich.) Journal. . Peddlers 
Club, aiding Goodfellows, to hold 
feather party Dec. 13 in Recess 


Locomobile, Stearns Knight, Ford | Club, Detroit. 





Over 14.000 citrus fruit growers depend on the 


California Fruit Growers Exchange to market 


their crops advantageously to thousands of whole- 


salers and hundreds of thousands of retail outlets. 


The Exchange depends on Bell System Tele- 


typewriter Service for fast. efficient communica- 


tion among its 24 district exchanges. Los Angeles 


headquarters. three west-coast sales offices. and 


auction markets at Chicago. New York. Boston 


and Philadel phia. 


Officials say this service not only centralizes 


all shipping and marketing activities, but also 


BELL SYSTEM TELETYPEWRITER SERVICE 


provides an accurate and quick means of contact 


between Los Angeles and auction markets located 


in the larger eastern cities. Buying and selling is 


greatly facilitated. Fruit is shipped more promptly 


than formerly. 


Packers of perishables, and businesses of every 


sort, profit by the speed. efficiencies. and increased 


economy of typing-by-wire service. 


A Bell 


System representative will be 


glad to tell you about it. 


obligation. Call your local 


telephone office. 


No 
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Confidence Evideneced b 


Dividends in Nov. 
Top $53,000,000, 
Set High for °38 


Special to Automotive News 

NEW YORK.—No surer evi- 
dence of confidence of automotive 
manufacturers in the outlook for 
production and earnings can be 
found than the recent increase in 
number and amount of dividend 
declarations. Although stockhold- 
ers are not obtaining the return on 
their investment this year that ac- 
crued to them in 1937, they at 
least are encouraged by the fact 
that this year is closing with pay- 
ments on the upgrade rather than 
on the decline as was the case as 
last year came to a close. 

Declarations made by automo- 
motive manufacturers in No- 
vember called for disbursements 
aggregating more than for any 
preceding month of this year. 
There have been in recent weeks 
a number of resumptions of divi- 
dends after lapses during the 
business recession of 1937-38. 

Manufacturers of cars and trucks 
in November declared dividends 
calling for payment of $42,775,000. 
Although sharply higher than in 
October, this total compared with 
$69,248,000 in the like month of 
last year. Parts and accessory 
makers last month declared divi- 
dends totaling $11,200,000, as 
against $20,365,000 a year ago. The 
aggregate for the industry, ex- 
cepting tire and rubber companies, 
was $53,975,000, comparing with 
$89,613,000 a year ago. 

Dividends were resumed during 
the past week on their common 
stocks by Bohn Aluminum & 


Jobs, Wages Up 
Throughout U.S. 


During September 











Special to Automotive News 

WASHINGTON. — Employment 
lists and payrolls were in- 
creased during September in a 
wide variety of industries, the 
bureau of labor statistics reports. 
Seventy-three of the 87 manufac- 
turing industries covered by the 
bureau reported gains in employ- 
ment and 69 reported larger pay- 
rolls. The net result was the re- 
employment of about 250,000 
workers and the addition of $7,- 
500,000 to the weekly wage in- 
come of factory workers. 

According to the Bureau’s sur- 
vey, the most pronounced gains 
in employment took place in 
durable goods manufacturing. 
Automobile plants, preparatory to 
the introduction of new models, 
increased their employment by 33 
percent. More workers were em- 
ployed in iron and steel, electrical 
machinery, furniture, shipbuild- 
ing, lumber and foundries and 
machine shops. 

In the non-durable goods in- 
dustries large seasonal gains in 
employment were reported in 
canning, cottonseed oil, and beet 
sugar and in the manufacture of 
confectionery, fertilizers, and 
millinery. There also were sub- 
stantial additions to the working 
forces in clothing, silk, rayon and 
cotton textile factories. 

Forty-one states and the Dist- 
rict of Columbia reported em- 
ployment gains in September. 














Recreation 
Ox Relaxation 
Choose the Chelsea 


Here you will find everything to further your 
comfort and enjoyment — outside ocean-view 
rooms... sun deck... beautiful dining 
room at the coean’s edge . . . superb cuisine 
+++ Verled sports... and entertainment 
You'll like your fellow quests... and the 
delightfully friendly: atmosphere of The 
Chelsea 
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Brass, Formica Insulation, Mid- 
land Steel Products, Modine, 
Thompson Products and Vogt 


Manufacturing. Bohn declared 50 
cents a share, payable Dec. 21 to 
stockholders of record Dec. 8. The 
last previous payment by this 
company was made on Dec. 21, 
1937. Formica declared 20 cents, 
payable Dec. 23 to stock of record 
Dec. 8. The last previous Formica 
payment was made Dec. 22, 1937. 
Midland Steel Products declared 
50 cents a share, payable Dec. 24 
to record of Dec. 13. This will be 
the first payment on the com- 
pany’s common since Apr. 1, 1938. 
Midland Steel also declared $2 on 
its first preferred stock, payable 
Jan. 1 to stock of record Dec. 13. 
Thompson Products declared 25 
cents on its common and $1.25 on 
its preferred, both payable Dec. 
27 to stock of record Dec. 15. This 
will be the first common payment 
since Dec. 23, 1937. Vogt declared 
30 cents, payable Dec. 21 to stock 
of record Dec. 13. Modine Manu- 
facturing declared 25 cents, pay- 
able Dec. 20 to stock of record 
Dec. 10. This will be the first Mo- 
dine payment since March 20, last. 

Briggs Manufacturing this week 
declared a dividend of 50 cents, 
payable Dec. 24 to stock of record 
Dec. 16. Ross Gear and Tool 
also declared 50 cents, payable 
Dec. 20 to stock of record Dec. 10. 
Norwalk Tire & Rubber declared 
a quarterly dividend of 87% cents 
on its 7% preferred, payable Jan. 
4 to stock of record Dec. 19. 


Marlin Rockwell declared 50 
cents a share, payable Dec. 19 to 
stock of record Dec. 12. Muskegon 
Piston Ring Co. declared 15 cents, 
payable Dec. 27 to stock of record 
Dec. 15. Waukesha Motor declared 
regular quarterly of 25 cents, pay- 
able Jan. 3 to stock date of Dec. 


15. 

Fisk Rubber declared a dividend 
of 50 cents on its common stock, 
payable Dec. 20 to stock of record 
Dec. 10. This will be the first pay- 
ment on its common stock by the 
new Fisk company. Fisk also de- 
clared $1.50 on its preferred, pay- 
able same date, same record. 

Allied Products declared an an- 
nual dividend of 50 cents, payable 
Dec. 24 to stock of record Dec. 14. 
Timken-Detroit Axle declared 50 
cents, payable Dec. 20 to stock of 
record Dec. 10. Square D Co. de- 
clared a year-end dividend of 20 
cents, payable Dec. 23 to stock of 
record Dec. 13. 

The stock market of the past 
week has been an irregular af- 
fair, with automotive issues fol- 
lowing closely the general price 
movement. 

Tire and rubber shares were 
among the features of the week, 
rebounding after recent weakness. 










24 motors .. .. Goer 
10 car-truck firms .. 32.96 
10 parts-accessories . 26.15 


4 tire-rubbers 


Automotive News Price Averages 








Last Week ThisWeek Change Year Ago 
33.27 + 0.25 24.68 
33.08 + 0.12 25.82 
26.79 +- 0.64 23.75 
28.81 +1.23 21.55 








Equipment Wholesaling Cost 
Placed at 22-29% of Sales 


NEW YORK.—The cost of 
wholesaling automotive equip- 
ment, replacement parts, accesso- 
ries and related lines ranged be- 
tween 22 and 29 percent of sales in 
1937, depending on the type of 
merchandise featured and the size 
of the wholesale house, according 
to a survey by Dun & Bradstreet. 

Automotive and equipment 
wholesalers selling over 40 per- 
cent of their volume in accessories 
and houses selling primarily to ga- 
rages and service stations made 
the best profit showings. On the 
other hand, profit ratios of auto- 
motive and equipment wholesalers, 
in general, were reduced slightly 
in 1937 as compared with 1936 
primarily because the gross mar- 
gin and the total expense ratios 
tend to converge. 

With the exception of the los- 
ing group of concerns, wholesalers 
who increased their operating 
profit during this period did so by 
widening their gross margins pro- 
portionately, the survey said. 

Following last year’s precedent, 
this second survey of automotive 
and equipment wholesalers’ oper- 
ating costs was jointly planned 
and carried forward by the Motor 
& Equipment Wholesalers Assn. 
and the Research and Statistical 


Nov. Employment 
Rises Sharply in 


Detroit Factories 





DETROIT.—Industrial 
ment in Wayne County (Detroit) 
increased by 18,000 workers dur- 
ing the latter half of November, 
bringing total employment to 
351,360 on Nov. 30, a new high 
for 1938. 

This compared with 333,360 on 
Nov. 15 and 414,360 on Nov. 30 
1937. 


employ- 





AUTOMOTIVE STOCK QUOTATIONS 
At Close of Markets, Friday, December 9 


(Furnished by Wm. C. Roney Co., Detroit) 











Last Sale Last Sale 
_ 1938 Dec. Dec. 1938 Dec. Dec. 
High Low NEW YORK 9 2 High Low NEW YORK 9 2 
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a we — . F 27% 2834 po : sera Wheel 137% 14 
23%4 %, Amn. Chain 2014 20% \%4 urray Corp. 77 7 
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775g 3934 Beth. Steel 701%, 701,] 19% 9% Pacific Mills 12 1314 
363g 1644 Borg-Warner 30%4 3014 6 3% Packard 4% 41, 
a 1234 Briggs Mfg. 2834 2834] 24 1434 Raybestos Man... 19 
1%, 3% Budd Mfg. Co. 57 6! 35g 1% Reo Motor 2% 23 
544 3 Budd Wheel a1, 413 255, 11% Republic Steel 21% 221, 
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8814 353, Chrysler 783, 7834 43% 2ffi Sparks-W. 3 314 
2744 105% Clark Equip. 2014 1934] 1742 734 Spicer Mfg. 14% 15 
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111?5 58 Johns-Manville 101 99 553 234 Woodall Ind. 7, «6434 
283, 1014 Lee R & T 245, DETROIT 
58% 2314 L-O-F Glass 52 52! - 
32! 16 Mack Trucks 275% '" 10% 4% Murray Corp. 8 8 





division of the Mercantile Agency. 
Figures supplied by 97 concerns 
have been grouped and examined 
with the object of supplying data 
which the individual wholesaler 
can use in measuring the progress 
and prosperity of his business rel- 
ative to the experience of similar 
enterprises. 


GM, Cornell Offer 
Weekly Indices 
Of World Prices 


NEW YORK.—General Motors 
Corp., in a joint statement with 
Cornell university, Monday an- 
nounced the inauguration of the 
first weekly world commodity 
price index, based on_ identical 
commodities and weights, ever to 
be offered to the public. 

The index results from a co- 
operative effort by the two or- 
ganizations and will be known as 
the General Motors-Cornell World 
Price Index. 

This index, covering 40 identical 
commodities for each country so 
as to facilitate world comparisons, 
will be released each Monday 
morning. Although released to the 
public Monday for the first time, 
the index represents an effort on 
which the two institutions have 
been experimenting for more than 








a year. 
Collection of the commodity 
prices from sources over the 


world and computation of the in- 
dex numbers are being handled 
jointly by GM and the New York 
State College of Agriculture at 
Cornell. The prices used in the 
index are being collected weekly 
from the most responsible agencies 
in the different countries and the 
information then cabled from the 
respective GM offices abroad to 
the headquarters of GM overseas 
operations in New York. From 
New York the data are trans- 
mitted to Cornell, together with 
the necessary current exchange 
rates, for computation of the 
world index numbers. 


country will participate. 


y Increase in Declaration 


—__—$ $$ 


Rise Is Predicted 
In Steel Output 
As Price Is Set 


YOUNGSTOWN, O. — Substan- 
tial steel orders which will help 
to insure good steel operations 
during the winter are looked for 
as Carnegie-Illinois Steel Corp., 
traditional pacemakers of the in- 
dustry, reaffirmed existing prices 
for the first quarter of 1939. 


While Youngstown Sheet and 
Tube and other independents are 
expected to follow this action im- 
mediately, no announcement has 
been forthcoming as yet from 
Sheet and Tube. 

The Carnegie-Illinois announce- 
ment came as no surprise to the 
steel industry. 

While most of the steel pro- 
ducers’ prices are much too low, 
they have boosted steel produc- 
tion to the point where they can 
make a small margin of profit 
and therefore there is less clamor 
for an increase in all price sched- 
ules than there was during the 
period of waiting for the fourth 
quarter announcement. 

A number of large consumers, 
notably automobile manufacturers 
who were waiting to contract for 
1939 model requirements, for late 
winter or spring delivery, and 
railroads are now expected to re- 
lease substantial orders. 

Some steel observers expect the 
railroads to come back substan- 
tially into the steel market for the 
first time since 1937. 

The only vrice which had been 
announced previously for the first 
quarter was on tin plate, which 
was reduced $7 a ton on Nov. 11. 
Tin plate, however, was not af- 
fected by price changes earlier in 
the year, when Carnegie-Illinois 
led the way by reducing major 
steel products prices. 





Universal Reports 
Volume Boost of 
51% in November 


DETROIT. — Universal Credit 
Co.’s volume of retail business in 
November showed an increase of 
51 percent over October and 12 
percent over last November, it 
was announced this week by 
Ernest Kanzler, president. 

At the same time, Kanzler an- 
nounced payment of extra com- 
pensation awards to employes 
prior to Christmas for the third 
successive year. Employes in 122 
offices in all sections of _ the 








the automotive trade in South 


manufactured products. Has 


languages. 


manufacturer. 
Executive” this paper. 






SOUTH AFRICA 


One of 
Ameriea’s Best Customers 


Experienced exporter who spent all of last year contacting 


months’ business trip through that country. 
making market survey or distributing arrangements for 
manufacturer interested in developing or furthering sales 
volume in that important market. 


American—age 37—until recently associated as sales execu- 
tive for fourteen consecutive years with world’s largest 
automobile export organization. Has spent past sixteen years 
travelling in ten different countries establishing and manag- 
ing branches and appointing distributing outlets for American 


Here is a real opportunity for some far-seeing American 
For further details or interview write “Export 
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dest dealerships in the U. S. 
ler courses of Chevrolet’s School of Modern Merchandising 
Ment, from which he was graduated recently. 
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Hoffman Attacks Licensi 


Urges Cooperation to Aid 
U.S. System of Competition 


NEW YORK.—‘American busi- 
ness Men must cease asking for 
special privileges of any kind 
from local, state or national gov- 
emments and they must fight 
price and production control 
measures and licensing laws if 
empetition is to be maintained 
in our competitive system,” de- 
dared Paul G. Hoffman, president 
of the Studebaker Corp., who 
spoke Thursday before the Bond 
Club of New York. 

Hoffman’s speech was titled 
‘Free Private Enterprise—Can It 
survive; Main Street Speaks to 
Wall Street.” 

“Business should work whole- 
heartedly with government in 
maintaining competition — in the 
competitive system,” said Hoff- 
man. “We should resist with all 
of our power the efforts of minor- 
ity groups to take competition out 
of the competitive system. I refer 
specifically to such laws as the 
Guffey-Vinson Act, which sets up 
a little NRA in the coal industry 
with price and production con- 
trols. If that isn’t Fascism, I don’t 
understand the meaning of that 
word. 

“T refer to the Miller-Tydings 
Bill which, under the guise of 
that pleasant phrase “fair trade 
practice,’ introduces price fixing 
in a substantial area of our trade. 
I refer to licensing laws which 
have crept into the retail auto- 
mobile business and which are a 
threat in various other businesses. 
We have licensing laws today 
governing the retail automobile 
business in four states. In those 
states political authority deter- 
mines whether or not an _ indi- 
vidual American citizen can go 
into business or stay in business. 
Their purpose is quite frankly to 
restrict competition. Proponents of 
NRAs, fair trade practice bills, li- 
censing laws, all state that their 
objective is that of civilizing com- 
petition. I am reminded that gov- 
ernment at one time took over the 
responsibility of civilizing _ the 
Indians. With few exceptions, 
they are now all wards of the 


15 Cities Slash 
Auto Toll 26% 
In Third Quarter 


NEW YORK.—At least 142 lives 
were saved from being snuffed 
out in traffic accidents during the 
third quarter of this year in those 
tities represented by newspapers 
in the national Seminars of Safety 
conducted by the CIT Safety 
Foundation. 

The Foundation was established 
two years ago by CIT Corp., 
national automobile sales finance 
company, to study the traffic 
situation. 








ENTERS FATHER’S BUSINESS. J. 








government, living 
mental handouts. 
“The next responsibility of 
business which I would like to 
discuss is that of social steward- 
ship. That is a mushy phrase. It 
smacks of paternalism which has 
no place in America. I hold that 
it is the responsibility of busi- 
ness management to be decent 
and friendly with its employes— 
not because of any altruism but 
because it is good business. I hold 
that it is an important part of 
management’s job to do every- 
thing in its power to establish 
employment and to pay the best 
possible wages because it is good 
business to do so. 


“TI hold that all decent manage- 
ment should welcome laws plac- 
ing on all industry the obliga- 
tion of workmen’s compensation, 
unemployment insurance and old 
age pensions. I discard as archaic 
the notion that such measures of 
mass security should be left to the 
benevolent whim of the private 
employer. There are two reasons 
for this strong opinion of mine. 
First, decent business should not 
be put at a competitive disadvan- 
tage against the chiseler, and it 
is, if the security of their em- 
ployes is a private obligation. Sec- 
ondly, the security of workers 
should not be dependent upon 
private business because private 
business is too precarious. 


“Next comes labor. Business 
has, in my opinion, a very real 
responsibility toward its workers. 
It all gets back to the Christian 
concept of the dignity and worth 
of the individual. If we can just 
stop thinking of workers en masse 
and think of John Q. Worker, we 
will, in my opinion, think more 
clearly. John Q. Worker is en- 
titled to the same rights and priv- 
ileges that you or I expect in a 
democracy. He is entitled to join 
a union or not to join a union as 
he pleases. He is entitled to join 
his fellow workers and bargain 
collectively if he pleases, and if 
he desires to bargain collectively, 
he is entitled to choose his own 
representatives. It is up to the 
management to meet those repre- 
sentatives in a sympathetic spirit, 
to make a sincere endeavor to 
find the right answer to the prob- 
lem presented. 


“Progress toward better indus- 
trial relations is dependent upon 
substituting understanding for 
prejudice on the part of employ- 
ers and labor leaders. We must 
work together, and we must make 
collective bargaining work, and 
thus take industrial relations out 
of the realm of politics. This is 
important to management, but 
vastly more important to labor. 
Governmental wage fixing is just 
as great a menace to the freedom 
of workers as governmental price 
fixing is to free enterprise.” 


on govern- 


Ww. 


H. Ferman, shown here with E. 


Holler, Chevrolet general sales manager, this year will enter business with his 
father, W. F. Ferman, in the Ferm2n Motor Cer Co., Tampa, Fla., one of the | 
Young Ferman is shown here discussing with 


and Manage- 








Star Speaker 


Special to Automotive News 


HARTFORD, Conn.—An all- 
star battery of speakers has been 
booked for the annual convention 
of the Connecticut Automotive 
Trades Assn., Inc., Dec. 14, at the 
Hotel Bond here. More than 400 
are expected to attend. 


Following rovtine business and 
reports of officers and committees 
at the morning session, scheduled 
at 10:30, the group will hear a 
report by Edwin B. Pratt, Con- 
necticut motor vehicle department, 
on the administration of the state 
dealer-repairer license law, and 
an address, “Compulsory Semi- 
Annual Motor Vehicle Inspection,” 


Progress Award 
Is Presented to 


L-O-F Glass Co. 


NEW YORK.— The Libbey- 
Owens-Ford Glass Co. is the hold- 
er of the National Glass Distribu- 
tors Assn.’s first annual “award of 
merit for outstanding industrial 
accomplishments during 1938,” 
based on the window-conditioning 
campaign the company sponsored 
throughout the country and a 
comprehensive manual it  fur- 
nished to dealers on modern 
storefront construction using 
structural glass. 

The award, a_ slender plate 
glass “trilon’’ mounted on a base 
of concentric rings of solid glass, 
was presented to G. P. Mac- 
Nichol jr., vice-president of the 
Libbey-Owens-Ford in charge of 
sales, by Wallace F. Bennett, 
president of the association, at the 
opening session of the associa- 
tion’s twenty-fourth annual con- 
vention in Chicago on Nov. 30. 
One of the principal speakers 
at the convention was John D. 
Biggers, president of Libbey- 
Owens-Ford and recently director 
of the National Unemployment 
Census, who told the 250 mem- 
bers in attendance that America 
is moving into a “glass age which 
may be fully as significant and 


revolutionary as was the iron 
age.” 





Strike Ends at Reynolds 
As UAW Ratifies Pact 


JACKSON, Mich.—Members of 
the UAW local who have been on 
strike five weeks at the Reynolds 
Spring Co. plant voted unani- 
mously Wednesday to ratify an 
agreement already signed by union 
and company Officials. 

The plant reopened Thursday 
and gradually return all 1,500 
workers. 


Lawler Heads New Firm 


KANSAS CITY.—M. P. Lawler, vet 
eran St. Joseph dealer, is head of the 
new Lawler-Nash Co. here. The firm 
will act as distributor as well as re 
tail outlet. 


D. M. HERRICK, De Soto’s director of regions, who recently returned from 
a trip to the West Coast, razzed De Soto dealers at a meeting in Portland, 
Ore., because there was always too much fog in that city to see Mt. Hood. 
So obliging De Soto dealer Ray Burnett, of Portland, presented the De Soto 
official with a replica of the mountain, properly done in ice cream. 








Battery Set 


For Conn. Assn. Convention 


by James Shanley, chief inspector, 
New Jersey motor vehicle depart- 
ment. 

After the noon luncheon, J. 
Schiott, Bridgeport Dodge-Plym- 
outh dealer and national secre- 
tary, NADA, will speak on “The 
Revised NADA with a New Pro- 
gram for 1939.” Duane Dills, gen- 
eral counsel, Commercial Credit 
Corp., New York City, will discuss 
“The Dealer and the Finance 
Pack.” 


The annual report of President 
Julian L. Williams, Norwich, will 
be followed by action on proposed 
resolutions and on suggested 
changes in the Connecticut asso- 
ciation’s by-laws. Election of new 
Connecticut officers for 1939, five 
executive board members and an 
NADA director will conclude the 
business session. Harry M. Sloate, 
Hartford Chevrolet dealer, is 
chairman of the nominating com- 
mittee. 


The association’s 17th annual 
banquet is scheduled at 6:30 p.m. 
Music and entertainment will be 
presented, after which Toast- 
master George Gilbert, D.D., will 
introduce the new president. Gov. 
Wilbur L. Cross will talk, while 
Col. Michael A. Connor, state 
commissioner of motor vehicles, 
will speak for his department. 
William A. Blees, general sales 
manager of Nash Motors Corp., 
will deliver an address, and the 
evening’s finale will be provided 
by —— Edward Ford, hum- 
orist. 


Auto-Lite Show 
Is a Highspot 
Of ASI Display 


CHICAGO.—One of the high- 
spots of the Automotive Service 
Industries Show. here this week, 
was the Auto-Lite Parade of Stars 
Review, for the presentation of 
which Electric Auto-Lite Co. 
leased the entire top floor of the 
Knickerbocker Hotel. 

The parade was in the nature 
of a second, considerably aug- 
mented edition of the Auto-Lite 
Parade of Stars, which was an at- 
traction during the 1937 show. 

Invitations were issued with 
cards of admission for four nights 
of informal entertainment, during 
which Auto-Lite company’s guests 
had opportunities to mingle with 
stage celebrities, screen and radio 
stars, headliners from Chicago’s 
leading night spots, national fig- 
ures in the world of sports, etc. 





Hoffman Is President 


INDIANAPOLIS.—Paul G. 
president of the Studebaker Corp., has 
been named first president of the new 
Indiana Traffic Safety Council. Wil 
liam H. Hill, of Vincennes was named 
vice-president; Ross Coffin, Indian 
apolis, secretary and Gilbert Taflinger 
Jeffersonville, treasurer. 


Hoffman, 


ng Laws, Price Fixing 
— ggg | Wis. Dealers Show 


Strong Interest 
In Licensing Law 





ST. PAUL, Minn. — Evincing 
strong interest in a state licens- 
ing law, similar to that now ef- 
fective in Wisconsin, approximate- 
ly 200 automobile dealers, mem- 
bers of the Minnesota Automobile 
Dealers Assn., held their 19th an- 
nual convention here this week. 


Practical results of the Wis- 
consin dealers licensing law were 
described by Louis Milan, execu- 
tive secretary of the Wisconsin 
Automotive Trades Assn., who 
pointed out that licensing was in- 
surance of the dealer’s investment 
and permitted localized regula- 
tion of dealer problems. 

Harry Meixell, manager, legis- 
lative department, Automobile 
Manufacturers Assn., described 
the pros and cons of voluntary 
co-operation versus governmental 
legislation and the importance of 
insuring that proposed legislation 
was sound and constitutional be- 
fore its enactment. 


Edward Payton, 
consultant, Cleveland, made a 
significant impression on_ the 
audience in his able discussion of 
management responsibilities in 
motor vehicle retailing. He pointed 
out the foolishness of automobile 
dealers in kidding themselves into 
believing that when they made a 
new car sale they had immediate- 
ly earned a profit, and urged his 
audience to discontinue using 
bookkeeping methods which did 
not give them a true picture of 
their actual condition. 

Other speakers were L. A. 
Rossman, editor, Herald-Review, 
Grand Rapids, Minn., who dis- 
cussed “Development of Industry 
in Minnesota”; Frank Berry, safe- 
ty director, Minneapolis Automo- 
bile club, who spoke on motor ve- 
hicle inspection, and Walter 
Blanchard, assistant general man- 
ager, NADA, who described the 
activities of the association in re- 
cent years and its program for the 
future. 


60 Aitond Meeting 
Of Seattle Assn. 
Of Sales Managers 


management 





SEATTLE.—The recently 
formed Sales Managers and Used 
Car Managers Assn. of Seattle, 
with O. J. Anderson as president, 
held the second of its regular 
monthly meetings, featured by a 
dinner at the Washington Ath- 
letic Club, and a constructive pro- 
gram as how to “make more 
money for the boss.” 

Attendance at the meeting was 
90 percent or around 60 men, 
which shows the keen interest the 
members are taking in the or- 
ganization. 

Talks were given on automo- 
tive merchandising. Subjects are 
assigned to different members 
each month to bring out good 
ideas and methods. 


British Club to Bring 
Big Cavalcade to U. S. 

NEW YORK.—Graham Lyon, 
president of Autocheques, Ltd., 
and Dudley Noble, English racer, 
are surveying the ground for an 
unusual automobile cavalcade of 
the United States by a party of 
100 British motorists next year. 
The Junior Car Club of London 
is sponsoring the cavalcade. 

The Britishers will bring their 
40 cars with them on the maiden 
voyage of the new Cunard White 
Star liner Mauretania next June. 
They will visit the World’s Fair 
and then set out on a 2,000-mile 
tour via Washington, Indianapolis, 
Chicago, Detroit and New Eng- 
land. 
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To feel the pulse of the industry. 
‘onsistent reading of Automotive News 
a necessity. 
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Onee again Chevrolet has won first place in the industry—and 
1938 is added to the long list of its years as the leader. 

Behind the registration figures that put Chevrolet at the top 
time after time, lies leadership in policies and programs. 

Chevrolet has become the leader in the nation by directing its 
policies and programs so as to assist each of its dealers in be- 
coming the leader in his own field. 

The vear now drawing to a close gives increasing proof of the 
benefits of Chevrolet’s modern policies in its relationship with 
its dealers. Only in Chevrolet are to be found the Quality Dealer 
Program. which protects the profits and opportunities of the 
well-established dealer; the Dealer Committee System of oper- 
ation, which gives the dealer a voice in determining the company’s 
plans and operations; and the ‘Territory Security Plan, the 
National Used Car Organization, and the School of Modern 
Merchandising and Management for dealers’ sons. 

Chevrolet dealers Know they can depend on the factory for 
real leadership. In return, they give to the factory that loyal 
cooperation which alone makes possible Chevrolet’s leadership 
in the industry. 


CHEVROLET MOTOR DIVISION, General Motors Sales Corporation, DETROUT, MICH. 


“CHEVROLETS THE CHOICE | 
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WHEN YOU HAVE THE © ., YOU HAVE FRIENDS 
eR py prance” 





